: 


Panning the pulp in the beater to yudge whether the cotton and linen 
fibres are of the correct length for the particular type of paper in 
process. A highly skilled step in the making of Crane's Fine Papers. 


The skill and experience of 150 years of making 
Crane’s Fine Papers is revealed in every sheet of Crane’s . .. made now as in 1801... from cotton and linen 
fibres only. No other papers serve so many important purposes with such distinction or afford you so much 


pleasure and pride in their use. 


3. 
CR \N Ik \, FINE PA PERS FOR SOCIAL AND BUSINESS CORRESPONDENCE © CURRENCY (i951 
a SECURITIES TRACING © CARBON ¢ BIBLE PAPERS 
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EDISON PRESENTS 


eve it or not— | , 
=the smallest... lightest... simplest 


and most inexpensive 


Dictating Instrument ever invented! 


B ONE HISTORY-MAKING stride, Edison has advanced instru- 


ment dictation years ahead of anything ever before offered! 


The Epison TELevoice System is an entirely new facility for 


handling your written communications—new in concept and 


Many iow-cost, 


scope — new in the instruments employed—new in the direct, 
easy-to-use, 


simple, economical way it serves you! 


Imagine a system of recording from many stations to a cen- 


tral point. Imagine that these Epison Trtrvoicr Stations are 


like your present telephone —as small and dependable —and as 


simple and familiar, so that no instruction is necessary! For the 
first time, you have no discs, cylinders, belts or index-slips to remote-control 
change or manipulate! TELEVOICE Stations 


Consider that start, stop and plavback, as well as length and 


correction indications, are all accomplished hy remote control 


with simple push-buttons right on the Trvevoice Station! 


Now you can understand how profoundly Edison has trans- connect to one 
formed instrument dictation—turning it into an office necessity single, central 
like the telephone and typewriter. recording instrument— 


The Eptson Tetrvoice System, moreover, achieves an efh- 
ciency hitherto unapproached. One to twenty Sta- 


tions connect to the Ep1son TeL_eVotcewriter, located at the 


secretary's desk. Hence, dictation is now “delivered” to her— 


instantly, clearly, continuously. It cannot sit, neglected, on the EDISON 


some dictating instrument. Messenger pick-up service is elimi- TELEVOICEWRITER 


nated. The secretary paces her transcribing to the work as tf ts 


dictated, and returns “the world’s tastest signature service” 


without peaks or pressure. 


TEL¥FVOICE installations are made on a work-load basis to 


assure free-line service to all concerned. The economy is obvi- 


ous. With many dictators served by one recording machine, 


costs of inswument dictation are cut by as much as 6673 9! 


Edison Tele Voicewriter 


The Televoice System 


EDISON, 52 Lakeside Avenue, West Orange, N. J. 


GET THE WHOLE STORY—NOW! 
Send for this new descriptive 
booklet. Or, to arrange for a 


Okay ~ send me A LINE ON TELEVOICE. 


NAME 
demonstration, call ‘““EDIPHONE”’ 
in your city. In Canada: Thomas A. COMPANY 
; Edison of Canada, Ltd., Toronto 1, 
Ontario. ADDRESS 


CITY ZONE STATE 
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Headlining the trend to modern, time-saving, efficient records in these days of rapid conversion to defense 
production is ViSlrecord—‘The World's Fastest Visible Record Keeping System!'’ Engineered to occupy a 
minimum of space, to operate with a minimum of effort—but to give the maximum in management control — 
makes ViSIrecord the finest, most modern record keeping system ever to be applied to American business. 


Wherever efficient record control is a must—Production, Inventory, Stores, Accounts Receivable, Purchasing, 
Sales or Accounting —ViSIrecord will provide you with the results for sound business operation. 


Designed with all the compactness of a vertical card file but with all the advantages, time-saving and control 
factors “PLUS” of any visible record system, ViSIrecord leads the way in efficient record management. 


Finger-tip control of every record operation, desk level posting of hand written records, application to all business 
machines, ability to house money-saving multiple card records, trouble-free operation, unlimited card sizes to fit 
your record needs, low maintenance costs—are just a few of the many advantages of ViSIrecord. 


Models from small portable trays to single desk and 
multiple counterheight units enables ViSIlrecord to 
logically solve your every record housing need — 
most economically—with greatest operator 
efficiency. 


You are guaranteed results with ViSIrecord! 


viSirecord, Inc. 


32-36 47th Avenue 
Long Island City 1, N. Y. 


Offices in principal cities throughout the world. 
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Oil Barges on the Mississippi River Frontispiece 


The Hoover Plan: Performance and Prospects 13 


Valuable proposals for increasing economy and efficiency in operat- 
ing the Government with an analysis of obstacles in the way of reform 


Gwitym A. Price, President, Westinghouse Electric Corporation 


The Management Committee: Co-ordinator of Policies and Practises 16 


Advantages gained, disadvantages found during ten years operation 
of a@ management committee by a leading steel plate manufacturer 


Cuarces Lukens Huston, Jr., President, Lukens Steel Company 


Fourteen Ways to Compute a Company’s Excess Profits Tax 19 


The relief that companies may obta.n under the new excess _ 
tax law plus fourteen methods for calculating the normal earnings 


J. K. Lasser and Witriam J. Casey, |]. K. Lasser & Company 


Our Retail Selling Ills: a Diagnosis 21 


. An analysis of areas for improvement in the sales methods of re- 
3) tailing personnel in various broad categories of retail establishments. 


N. H. Comuisu, Professor of Business Administration, 
University of Oregon 


Why Do Businesses Fail? * 23 


A quarterly study of the causes of business failures drawn from 
ah informed creditors and from data in DuN & BRADSTREET reports 


Grirettu M. Jones, Assistant to the President, DUN & 
BRADSTREET, INC, 


The Trend of Business 25 


Here and There in Business 40 
Dun'’s Review (including Dun's International Review and The World's Markets). March 1951. 
Published monthly. 290 Broadway, New York 8, N. Y. Subscription information on page 71. C 
nght 1951 by DuN & Brapstreet, Inc. Copyrighted under International Copynght Convention. 
rights reserved under Pan American Copynght Convention. Dunn's Review registered in the U. S. 
Patent Office. Frontispiece by Pierson. 


ANNUAL INDEX — If you have not already secured your index to important develop- 
ments presented in Dun’s Review during the past year, send us this coupon. The 
listings are according to subjects covered, titles, authors, and companies mentioned. 


Prease Senp Me a 1950 INDEX 


(left) 1 your walls look 
this — 


(right) We will restore 
them like this. 


.-. whose services include: 

@ TUCKPOINTING with Dilato* 
panding Mortar. 

@ BUILDING CLEANING by Sand or 
Steam-Vapor Process. 


@ CONCRETE RESTORATION with 
Gun-Applied Resto-Crete™. 


@ SUB-SURFACE WATER PROTEC- 

TION using Ironite™. *Reg. T. M. 
.--for Commercial, Industrial and Institu- 
tional Buildings. 


IF YOU SEE ANY OF 
THESE DANGER SIGNALS: 


CRUMBLING MORTAR that weakens 


your walls, lets moisture seep in. 


CRACKING CONCRETE that allows 
water to rust away reinforcing steel. 


DAMP WALLS that cause flaking 
plaster and peeling paint. 


| Wladl this Coupon Joday— 


it may save you thousands of dollars 
tomorrow 


Western Waterproofing Co., 
915 Olive St., St. Lovis 1, Mo. 


—) | am interested in a free check-up of 
our building without obligation. 


() Please send literature describing your 
services. 
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915 Olive St. + St. Louis 1, Missouri 
Branch Offices and Resident Engineers 


in Principal Cities 
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some people only 
see money 


i 
i 


Thar: our Treasurer for you and does he make it 


work! Since we’ve gotten this wonderful CRESTLINE Of- 
fice Furniture, he’s done nothing but prove how many ways 
it’s a good investment. It’s all steel you know and will last 
a lifetime. He’s smart and so will you be if you check first 


on CRESTLINE, 


SECURITY STEEL EQUIPMENT CORP. 


AVENE N E W F 
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TO THE EDITOR 


SOMETHING OF A SHOCK 


My arithmetic indicates that the na- 
tion's electric power output has been deci- 
mated by your statistician. On page 26 of 
your January issue, the index ot electric 
power output, expressed in “Ten Million 
K.W.Hours,” is given as 70. Should this 
not be 700? 


Robert S. Peare 
Vice-President 
General Electric Company 


New York, N. Y. 


It should. Sincere thanks to Mr. Peare 
for pointing out our exact decimation (re- 
duction to one-tenth )—Ed. 


WHEN IRISH IRE IS RISING 


As an Irishman who hasn’t trod on the 
Ould Sod for some thirty years, I was 
rather bothered by the map on page 27 
of your February issue, in which you show 
the capital of Ireland as “Cliath.” I real- 
ize it has been part of the policy of that 
happy land to foster a renaissance of 
Gaelic culture . . . during the past few 
decades—witness the change of “Ireland,” 
itself to “Eire,”—but it just gets my Irish 
up not to see “Dublin” listed among the 
capitals of the world as it has been for 
countless centuries. . . . 

Besides, wasn’t your mapmaker incon- 
sistent in Gaelicizing “Dublin” while not 
changing “Ireland” to “Eire?” In addt- 
tion, if the capital of Ireland is shown in 
the native language why wasn't “Rome” 
shown as “Roma,” “Helsinki” as “Hel 
singfors,” “Vienna” as “Wien,” etc.? 

I hope you have some explanation for 
this action by your mapmaker. 

James Murphy 
New York, N. Y. 


So do we.—Ed. 


NICE TO KNOW 


I do not know where the attached came 
from, but I think it is one of the best ar- 
ticles on salesmenship I have ever seen. 
It may be of interest to your readers. 

K. M. Haugen 
President 

Schlafer Supply Co. 
Appleton, Wis. 


“I’m A Nice Customer” 
I'm a nice customer. All business men 
know me. I’m the one who never com- 
(Continued on page 10) 
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“Mack Diesels cut 


“Our 50 Mack Diesels are one gilt-edged in- 
vestment that pays big dividends,”’ says Stanley L. 
Wasie, President of Merchants Motor Freight, Inc., 
St. Paul, Minnesota. 

‘Before we took on Mack Diesels we were aver- 
aging 4.5 miles per gallon from comparable gaso- 
line-powered units. Mack Diesels stepped that figure 
up to 6.9°’—a saving of 53.33%! 

Other Mack Diesel operators are getting 
the same brand of economy. Mack 
Diesel-powered trucks and tractors 


our miles-per- 
44 
gallon cost over 5 0 ... Stanley L. Wasie, Pres., 


TRUCKS 


Merchants Motor Freight, Inc. 


not only give you the double saving of more 
miles per gallon at less cost per gallon, but also the 
savings that ‘‘Built like a Mack’’ bring to every 
Mack owner. 

And they are: more time on the job, less absen- 
teeism, longer life—savings that put thousands of 
extra dollars into the pockets of Mack owners. 
There’s a complete Mack Diesel line to meet every 
Operator's requirements—and your Mack 
branch or distributor can tell you a dollar- 
saving story that’s worth hearing. 


Mack Trucks, Inc., Empire State Bldg., New York 1, N. Y. Factories at Allentown, Pa.; Plainfield, N. J.; Long Island City, N. Y. 
Factory branches and distributors in all principal cities for service and parts. In Canada: Mack Trucks of Canada, Ltd. 
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In his attempt to protect 
himself from misfortune and 
the forces of nature, man has 
adopted many curious practices. 


| 


THE HUNTER 
the 


ROOF TREE 


< practice of attaching 


Winslow Homer painted this grim- 
faced young hunter in rSgt. 


The painting perhaps is more notable 
| as another example of the skill of the 
artist rather than the importance of the 
subject. The howling hounds and the 
| figure of the hunter tend to bring the eye 


the branch of a tree to 


buildi | > weather beaten trunk of a once great tree. 
uilding apparently orig Phe caretul articulation, which so quickly 


nated from the ancient be- conveys the feeling of the satiny finish of 
lief that trees were inhabited | bleached wood, polished by the wind and 
rit a oo rain, 1s much more impressive as an in- 
spirits which had th | 

y 5 | animate thing than the action of the dogs 


power to bestow good luck or the stance of the hunter. 


Silhouetting the head of the figure 
| against wind swept clouds adds further 
| to the action of the scene but serves also, 
| by contrast, to place lite and animation 
around the great tree trunk whose dead 


roots lay exposed and withered in the sun. 


Homer was a master of subtle color and 


composition—without fussiness or sloppy 
painting. Bold and direct, he swept his 
canvas with brush strokes that were vi 
brant and positive. He mostly painted 
‘| ODAY, businessmen, their architects and engineers scenes of the yreat outdoors with a strony 
specify Contract Bonpbs for sure protection against celing lor the sea (sec “The Lite Line, 

Review, September 1949). 
loss due to non-completion of a contract. If you 
have a new project under consideration have our He was a man's painter who paintec 
the things around him as he saw them, 

agent in your community arrange this vita i, 

a / recording as truly in color and torm as 


protection for you. Call him before your the historian records the passing scene 


specifications are drawn up! in words. 


AMERICAN SURETY 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY * SURETY « CASUALTY « INLAND MARINE + ACCOUNTANTS LIABILITY 
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Out-of-the-ordinary business problems consume and constructed projects in many parts of the 
valuable executive time. Esasco, by centralizing world including industrial and power plants, 
the specialized knowledge and skills of dams and pipelines. 


consvt* 


Appraisal 


business consultants, engineers and constructors, Budget , 
. These few examples give you an idea of th Sustanes Studien 
can provide the right help as needed— Consulting Engineering 


quickly and effectively. You avoid the expense of unique experience EBasco places at your command emia Construction 


adding permanently to your payroll. in solving any business problem that complicates industrial Relations 
your regular operations. We will be glad to send you —_—‘["s#ection & Expediting 
Esasco has a background of wide experience in The Inside Story of Outside Help” describing the —_Oftice Modernization 
‘ Purchasing 
Rates & Pricing 
sales and marketing, inventory and control systems. Address Ebasco Services Incorporated, Dept. N. Research 
P 4 Sales & Marketing 
During the past half century, Esasco has engineered Two Rector Street, New York 6, N. Y. Systems & Methods 
Taxes 
Traffic 


improving production methods, industrial relations, | many Esasco services available to you. 


EBASCO TEAMWORK GETS THINGS DONE ANYWHERE IN THE WORLD EBASCO SERVICES 


INCORPORATED 
NEW YORK + CHICAGO + WASHINGTON, D. C. 
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200 Acres of Choice Industrial Land 
Now Ready in the DENVER Area 


There are 300 acres in the Denver iil 
East Denver Industrial Districts of which 
200 are still available and suited for 
almost any industry; ideal for process- 
ing, manufacturing or warehousing. 


The Denver Industrial Districts have 
necessary utilities, paved roads adjoin- 
ing, good industrial trackage. Vs 


Already established here are Firestone, 
Gamble-Skogmo, General Motors, Kraft 
Foods, Miller's Groceteria Co., Quick- 
Way Truck Shovel Co., Ralston-Purina, 


FT. COLLINS 
1 


Sunshine Biscuit, Western Electric, and 
about forty others including the widely 
known Denargo Produce Market. 


The new East Denver Industrial District 
can be readily adapted to meet your 
needs. 


The Denver area normally has a ready 
supply of skilled and common labor. 
The climate and recreational opportu- 
nities are unusually attractive. If is an 
ideal location in which to work and 
live, 


» 


STERLING 


BOULDER 


DENVER 


For industries who desire to locate in smaller communities along the 
Union Pacific in Colorado, we have industrial tracts in BOULDER, FORT 


COLLINS, GREELEY, AND STERLING. 


System-wide, Union Pacific's industrial plant opportunities include sites 
in these eleven States: CALIFORNIA, COLORADO, IDAHO, KANSAS, MON. 
TANA, NEBRASKA, NEVADA, OREGON, UTAH, WASHINGTON and WYOMING. 


For detailed, confidential information please write: 
INDUSTRIAL PROPERTIES DEPARTMENT 
UNION PACIFIC RAILROAD, ROOM 121 

OMAHA 2, NEBRASKA 


can be. 


plains no matter what kind of service I 
get. I'll goina restaurant and I'll sit and 
sit while the waitress gossips with her boy 
friend and never bothers to look and see 
if my hamburger is ready to go. Some- 
times a party who came in after I did gets 
my hamburger, but I don’t say a word in 
complaint when the waitress tells me: 
“Oh, I'm sorry, Ill order another one for 
you.” I just wait. 

If the soup is cold, or the cream for 
the coffee is sour, whatever happens, I try 
to be nice about it. It’s the same when | 


go to a store to buy something. I don’t 
throw my weight around. I try to be 
thoughtful of the other person. If I get 


a snooty sales girl who gets nettled be- 
cause I want to look at several things be- 
fore | make up my mind, I’m polite as 
I don’t believe that rudeness in 
return is the answer. 

I never kick, I never nag. I wouldn't 
dream of making a scene, as I’ve seen 
people doing in public places. No, I'm a 
nice customer. 

And [ll tell you what else I am: I'm 
the customer who never comes back. 
That’s my littl revenge for getting 
pushed around too much. A nice cus 
tomer like myself, multiplied by others of 
mv kind, can just about ruin a business. 
And there’s a lot of people in the world 
just like me. When we get pushed far 
enough we go down the street to another 
store and eat hamburgers in places where 
they re smart enough to hire help who ap- 
preciates nice customers. 


Vice to hear from you.—Ed. 


TOWER EYEFUL 


I am fascinated by the picture of the 
lighthouse on page 20 of the November 
issue of your magazine and find myself 
continuously referring back to admire it 
and do a little reminiscing. . . 

George T. Smith 
W. J. Dennis & Company 
Chicago, Il. 


GOING TO SCHOOL 


Would it be possible for you to send 
me about 20 copies of your latest issue of 
Compass Points? 

I find the various series invaluable for 
seminar work with graduate students. 

Everett G. Smith 
Professor of Marketing 
The University of Texas 
Austin, Tex. 


Thank you for your co-operation In as- 
sisting us to enrich the curriculum of our 
school program. 

Joan Trunk 
Amelia Dunne Hookway School 
Chicago, Il. 


UNION PACIFIC RAILROAD 
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dictation means 


Aaaea 
Business 


for with Gray 


your correspondence output increases 
up to 30% and more with less effort 
...and the same man-hours! 


Dictating and transcribing 
are E-A-S-I-E-R 


with AUDOGRAPH 


If you are not yet concerned about 
being caught shorthanded due to the 
National Emergency, you may be.. . 
and sooner than you think! 

AUDOGRAPH dictation brings to you 
and your staff the ingredients ABC... 
Added Business Capacity ...the means 
oI maintaining personal and office out- 
put despite a possible loss or curtail- 
ment of personnel. 

Before a personnel shortage strikes, 
investigate AupocraPpH ABC. Just 
mail the coupon as the most important 
step you can take toward preparing for 
the growing pressure to produce. 


AUDOGRAPH sales and service in 180 principal cities 
of the U.S. See your Classified Telephone Directory 
under “Dictating Machines.” Canada: Northern Elee- 
tric Company, Ltd., sole authorized agents for the 
Deminion. Overseas: Westrex Corperation Cexport 
ifhliate of Western Electric Company) in 35 foreign 
countries 


: dictating and transcribing machine 
= that records on thin, lightweight, 
4 long-lasting plastic discs, each hold- 
ing upto one hour’s dictation or other 
types of recording. These discs can 
be resurfaced for reuse up to 50 
times and more. You don’t have to 
throw themawayafter one recording ! 


Send me Booklet 3-X—"‘Now We Really Get Things Done!” 


AUDOGRAPH is made by The Gray Manufacturing Company, Hartford, 


<) Conn. — established 1891 — originators of the Telephone Pay Station. 


Zz 
3 
® 


TRADE MARK AUDOGRAPH REG. U. S&S. PAT. OFF 
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The Gray AuDoGRaPH: the iieal fy 


ELECTRONIC 
SOUNDWRITER 


THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONNECTICUT 
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BE SIGNED BY THE PREST! N 


A REDUCTION IN THI t i 
PHOTOCRAPH FROM HARRIS & EWING, 


NUMBER OF DOCUMENTS THAT MUS 
IN A SAVING OF TWO WEEKS OF HIS ANNUAL WORKING TIME, 


THE HOOVER PLAN: 


Up / Sp / 
and 


- 7 HER FE is wide agreement on 


three steps we must take if we are 
to survive a long war. These do not 
make up a complete program; they are 
not a complete solution to our prob- 
lems. 
keep our economy dynamic, and rearm 


But we cannot control inflation. 


ourselves effectively—which is the same 
thing as saying we cannot survive—if 
we do not carry out these steps. 

We must tmprove the efficiency of 
our civil government. We must achteve 
the maximum possthle efficiency in 
military procurement. We must reduce 
non-military expenditures by the gov- 
ernment for the duration of the ertsts. 

The Report of the Hoover Commis- 
sion on the Organization of the Execu- 
tive Branch of the Government is di- 
rectly concerned with all three of these 
very vital requirements. 


GWILYM A. PRICE 


President, Westinghouse Electric Corporation 


MM 
e. OUR TANES HELP TO PROVIDE 


THE $40 BILLION—OR ONE-FIFTH 
OF THE NATIONAL INCOME—THAI 
IS USED EACH YEAR TO RUN THE 
UnNirep STATES GOVERNMENT. 
Trt Hoover CoMMIssion FOUND 
THAT YOUR TAX DOLLAR DOES NOT 
ACCOMPLISH AS MUCH AS IT COULD. 
How, AND WHERE, IS YOUR MONEY 
WASTED? WHAT REFORMS IN THI 
CGrOVERNMENT ARE NECESSARY FOR 
THE SAKE OF BOTH EFFICIENCY 
AND ECONOMY? 


The total Hoover Plan includes sug- 
gestions for ways to save money in 
running the Government, but it goes 
bevond that into the field of creative re- 
organization. It recommends the con- 
solidation of some services, the elimina- 


W M A R 


tion of others, and the creation of still 
others.” It calls tor the abolition of 
some yobs and higher pay tor others. 
In short, the Hoover Commission car- 
ricd out its assignment of draw mye uy? 
plans tor the reorganization of big gov- 
ernment into an effective and econom1- 
cal instrument of public service. 
Savings possible under the Report 
were unothcially estimated at no less 
than $3 billion and possibly as high 
The Report 


made some 300 specific recommenda- 


as $5 billion annually. 


tions. Every department was examined. 

The great majority of the American 
public was solidly behind the Hoover 
Commission, what it was trying to do, 
and what it finally recommended. Ac- 
cording to Dr. Gallup that majority 
was about 25 to 1. More than 12,000 
editorials about the Hoover Report ap)- 
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peared in 1949, and less than 1 per cent 
were opposed. Some go organizations 
joined in support of the Citizens Com- 
muttee for the Hoover Report, a non- 
partisan organization tor public educa- 
tion in support of the Report which had 
been tormed with the encouragement 
ot Mr. Truman and Mr. Hoover. 


The Opposition 


However, there has been strong op- 
position from some ot the two million 
tederal employees and their friends, 
particularly trom agency heads who 
telt that their empires were in danger. 
One cabinet member approved that 
part of the plan affecting his depart- 
ment which raised his salary and gave 
him several assistants; the other recom- 
mendations, he said, would require 
“turther study.” 

Opposiuon also came from some 
Congressmen who saw the Hoover 
plan chietly as a force tor reducing 
their patronage and the federal spend- 
ing in their districts. The plan for 
military unification brought about a 
tug-of-war among the three services. 

Most regrettably ot all, opposition 
came in many directions from private 
citizens and organizations. It came in 
much the same way and for much the 
same reasons it developed arnong de- 
partment heads in government. They 
favored the Report as a whole, but (in 
the words of the Citizens Committee) 
“just wanted an exception made for 
some agency or bureau with which they 
happened to have a well-developed 
working relationship or from which 
they received some form of patronage, 
subsidy, or beneficent relation.” 


The $5 Billion Question 


As the 81st Congress convened at the 
beginning of 1949, the $5 billion ques- 
tion was this: What, if anything, will 
be done about the Hoover Commission 
recommendations? Here is the record 
as it stood in December 1950. 

The recommendations of the Hoover 
Commission Report can be put into ef- 
fect in three different ways. 

Administrative Actton—About 
per cent ef the Commission’s original 
‘oo recommendations do not need 
changes in existing laws in order to be 
adopted, but can be put into effect 
simply by presidential directive or ad- 
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ministrative action from within the de- 
partments and agencies. 

In order to work out plans for doing 
this, the President formed a President’s 
Advisory Committee on Management 
Improvement, consisting of ten men 
who are top executives in government 
and private organizations. As chair- 
man he appointed Thomas P. Morgan, 
president and board chairman of the 
Sperry Corporation. 

This committee is concerned particu- 
larly with the progress being made in 
budgeting and accounting, develop- 
ment of executive statfs, reduction of 
operating costs, and use of supplies and 
facilities. 

Reorganization Plans—Under the 
Reorganization Act of 1949, the Presi- 
dent can submit reorganization plans 
to the Congress. These automatically 
become effective in 60 days unless dis- 
approved by a constitutional majority 
of either house of Congress. 

The President submitted seven reor- 
ganization plans to the Congress in 
1949 and 27 more in 1950. Of these 
34 plans, 26 have become effective and 
are 1n operation. 

Public Laws—The balance of the 
Commission’s recommendations must 
be formally approved by Congress as 


.. statutory legislation and signed by the 


President. 

To date, 20 public laws based on the 
Hoover plan have been enacted. There 
has been considerable criticism of the 
way the Administration proposed and 
carried out some of the Hoover Com- 


Most of 


this criticism arose in connection with 


mission recommendations. 


the 34 reorganization plans submitted 


to Congress. Some of it is justified. 


The first plan submitted by the Presi- 
dent in 1949 would have confined the 
federal medical, education, and security 
programs in a department with cabinet 
status. This went far beyond the recom- 


While enough beds for almost 100,000 patients 
or 25 per cent of the hospital facilities paid for by 
the Federal Government were found tdle, over $1 
Aillion worth of additional capacity was planned. 
Government hospital construction costs ranged 
from S20 000 fo $51,000 per hed. compared with 
about $16,000 for private hospitals. The jostal 
service, one of the nation’s largest businesses, has 
revenues of $1.3 ballion, employs 500,000 people, 
and handles 37 billion pieces of mail annually: 


husiness methods have changed little since 18 36. 
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mendations of the Hoover Report, was 
not certified by the Citizens Commit- 
tee as conforming to the Report, and 
was rejected by the Senate. 

The reorganization plans for 1950 
were likewise deficient in some respects. 
Plan 12, an attempt to abolish one of 
the othces of the National Labor Re- 
lations Board, involved a matter of 
policy and raised issues beyond the 
authority of the Hoover Report. It 
was not certified by the Citizens Com- 
mittee and was defeated in the Senate. 

Despite the suspicion cast on the rest 
of the reorganization plans by these 
two false moves, however, almost all 
the other plans were in conformity 
with the basic principles laid down by 
The Citizens Corn- 
mittee certified all 26 of the plans which 
passed as conforming to the Report. 
Of the eight which were rejected, only 


the Commission. 


four were so certified. 

By these three methods, then—ad- 
ministrative action, reorganization 
plans, and public lawis—almost 50 per 
cent of the Hoover Commission’s rec- 
ommendations are definitely enacted 
Some of these fell 
short of the original recommendations 


and in operation. 


and some varied in details, but most of 
them conform to the Report. 


The Main Accomplishments 


The Reorganization Act, under 
which the 26 plans mentioned above 
were adopted, permits the President to 
unsnarl some of the tangle of boards, 
bureaus, and agencies under him. “On 
the record,” said the Citizens Commit- 
tee, “this is the best reorganization act 
given any President of modern times.” 

A new General Service Agency, com- 
bining four previous agencies, has been 
created to bring a degree of common 
sense and efficiency to Government pur- 
chasing, storage, inventory, records 
management, and other housekeeping 


Our Government employs 2 million civilians 
twice as many as the 50 largest corporations in 
this country combined. Among tts various func- 
tions, the Government guarantees about $go bil- 
lion in deposits and mortgages, and writes about 
$40 fillion worth of mnsurance. It is concerned 
as well with the conservation and development of 
our natural resources, aid and controls for com- 
merce and industry, social welfare, foreign affairs, 
and national defense. Waste and confusion often 
occur when a variety of departments duplicate a 
single service. 


THE PHOTOGRAPHS OF SOIL FROSION, THE PANAMA CANAL, AND 
THE CIVIL SERVICE EXAMINATION ARE FROM ACME THE CATTL? 
GRAZING ARE FROM PHILIP CENDREAI 
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It 1S hoped that General 
Services has ended the kind ot contu- 


procedures. 


sion whereby one agency stocked a 
y3-year supply of fluorescent lamps and 
another laid away a 247-year supply ot 
loose-leat binders. 

By administrative action, a modern 
budget format was adopted by the Bu- 
reau of the Budget tor fiscal 1950-1951. 
It is a graphic, simple, and clear docu- 
ment, and has been praised by the 
Hoover Commission as the foremost 
advance in federal fiscal procedure in 
many decades. 

An Accounting Procedures Act pre 
scribes a new, modern, and unitorm 
system of federal accounting. It can 
release several thousand federal em- 
ployees from unnecessary work. It can 
end an accounting system that dates 
back to the first secretary of the ‘Trea 
surv and slows down the business op 
erations of the whole Government, 
with some agencies forced to wait 
twelve months or more to get the re 
sults of their previous year’s activities. 
The Act is largely permissive, however, 
and requires firm execution if it is to 
do any good. 

One bill, nicknamed the “President's 
time-saver,” has relieved the President 
of jegal obligation to sign great piles ot 
documents relating to such affairs as 
Osage Indian oil rovalties, whale 
hunting licenses, and migratory birds. 
It saves about two weeks of Presidential 
working time each year. 

The Commission found a virtually 
disintegrated Labor Department, with 
its logical functions scattered in othe: 
agencies throughout the Government. 
On Commission recommendations, the 
Department is being rebuilt to true 
cabinet stature. 

Under Public Law 73, streamlining 
of the organizational structure of the 
State Department has begun. Com 
munications have been improved with 
in the Department, transactions have 
been expedited, and the Secretary’s bur- 
den of paper work has been cut in two. 

The Post Office Accounting Reform 
has brought a degree of reorganization 
to one function of the largest single 
Government business enterprise. The 
accounts of the Post Office had _pre- 
viously been kept by the General Ac- 
counting Office, an outside agency, 

(Continued on page §7) 
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Wisse FIVE MAJOR ADVAN- 
TAGES HAS ONE OF AMERICA'S 
LEADING PRODUCERS OF STEEL 
VLATE AND COMPONENTS GAINED 
PROM CREATING A MANAGEMENT 
COMMITTEE? WHAT. DISADVAN- 
TAGES HAVE BEEN ENCOUNTERED? 
WHAT ARE THE PRINCIPAL FUNC- 
TIONS OF SUCH AN ADVISORY 
bepy? WHAT TOPICS ARE RP- 
VIFWED WEEKLY BY THE LUKENS 
MANAGEMENT COMMITTEE? 


Tip G 
Management | 


}URENS STEEL COMPANY PLANT AT COATESVILLE, PA., HOUSING LARGEST PLATE MILL IN THE WORLD-—CORSON PHOT 
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CO-ORDINATOR OF POLICIES AND PRACTISES 


thinking men agree 


that business management has two 
primary, closely allied, and dithcult jobs. 
One is to maintain and improve the 
competitive position of the organization 
and the property placed in its charge by 
the stockholders: the other 1s to make 
a reasonable profit over the years. 

Basically fundamental to the success- 
ful operation of a business enterprise 1s 
soundly conceived line and staff 
organization where duties and responsi- 
bilities are clearly detined, well under- 
and fully spected. 

In many cases a business organization 
is the lengthened shadow of one man. 
in most instances, however, particularly 
in the larger concerns, responsibility for 
the various divisions of the company’s 
activities needs to be delegated tO CX- 

cutives who by their talents, expert- 
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CHARLES LUKENS HUSTON, JR. 


President, Lukens Steel Company 


ence, and judgment, are specialists in 
their heids. It is in co-ordinating the 
thinking and functional activities of 
these executives that the management 
committee has its place. 

That the management committee is a 
practical organization is evidenced by a 
ten-year service record at Lukens Steel 
Company through a period when man- 
agement’s normally dithcult decisions 
were complicated not only by prospects 
of partial or total mobilization, but 
also by war and post-war situations. 
Although such a committee has its limi- 
tations, its advantages in Lukens’ ex- 
perience far outweigh its disadvantages. 

It was during the days of partial 
mobilization in 1g4o0 that company ex- 
ecutives conceived the idea of a man- 
agement committee. The need had 
been becoming anparent for some time, 
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brought about largely by an expansion 
in facilities and product diversification. 

Since 1810 Lukens Steel Company 
has specialized in the making of iron 
and steel plate. It supplied the boiler 
plate for Mississippi River steam boats; 
it furnished the firebox steel for the iron 
horse; it has been the source of steel 
plates for a multitude of manufacturers. 

However in making steel plates and 
cutting them to size, originally, much 
material was left over. These ends be- 
came scrap for the open hearths. Then 
one day the suggestion was advanced 
that these ends be utilized to make steel 
plate objects such as washers, blanks, 
and bent and cut shapes. Accordingly, 
a wholly-owned subsidiary was set up to 
fabricate plate ends and pieces into use- 
ful steel plate articles for industrial uses, 

A few vears later, the use of welding 
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was forecast as a “coming thing.” 
That this forecast was well based is 
evidenced by the success experienced 
by a second subsidiary established by 
Lukens. It was America’s first com- 
mercial weldery, which was developed 
to fabricate, from steel plate and steel 
plate components, semi-finished and 
finished machinery. 

As these subsidiaries grew and ex- 
panded, their corporate stock was vested 
largely in the parent company and they 
were located in the same community as 
the parent company. Nevertheless their 
business activities were carried on with 
distinct individuality. This individu- 
ality did not stop with plant operations, 
but continued over into the develop- 
ment of markets and sales efforts in 
these markets. 

It did not take many years to reveal 
that the sales and operating policies of 
the three organizations, made individu- 


ally, were causing difficultics and some 
embarrassment to one or both of the 
other concerns. It became obvious that 
increased and broader co-operation was 
necessary for the policies and practises 
of the parent company and its two 
subsidiaries. 

When first appointed by the presi- 
dent of Lukens in tggo, the Manage- 
ment Committee consisted of the parent 
company’s general manager as chair- 
man, the company’s operating super- 
intendent, and the presidents of the two 
subsidiaries. The Committee was di- 
rected to concern itself with all im- 
provements pertaining to the operations 
of the three companies, matters of 
policy, labor relations, wage systems, 
time studies, and in general to develop 
an improved operating balance among 
the three plants. 

At that time the Committee was ad- 
vised to call on the sales, finance, pur- 


The practicality of the Management Committee is evidenced by its ten-fear service record 


at Lukens. 
were 
war situations. 


This has been during a perioe 
om pli d hy pros pe Is partial or fotal mobilization ads 
The Commutice’s advantages in Lukens’ experience outweigh its drawhacks, 


when management's normally difficult decisions 
“eli us fry and poste 
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chasing, industrial relations, and other 
divisions of the company tor such in- 
formation and consultation as it might 
need. The Committee was given full 
power to act on all matters excepting 
those that should come betore the Board 
ot Directors, and was provided with the 
right to put into effect such plans as ‘ts 
members agreed upon after having ob- 
tained the approval of the president of 
the parent company. 

In the course of the following eigh- 
teen months it was considered advisable 
to add to the Committee the Lukens 
vice-president in charge of sales, con 
troller, director of industrial relations, 
and purchasing agent. 


Committee Make-up Changed 


Within the last few years the two sub- 
sidiaries have been dissolved as corpo- 
rate entities and have been absorbed as 
divisions of the parent company. Lines 
of responsibility have reflected the 
change in that the vice-president in 
charge of operations is directly respon- 
sible for all three plants; the vice-presi- 
dent in charge of sales is responsible for 
all marketing activities. 

The make-up ot the Management 
Committee has also been changed. 
To-day the Committee consists of 
the vice-president in charge of opera 
tions as chairman, the vice-president in 
charge of sales, the company treasurer, 
the controller, the secretary, the direc 
tor of industrial relations, the purchas- 
ing agent, and the general works mana- 
ger. The chairman of the Management 
Committee is appointed by the com- 
pany president. 

The experience of the Committee has 
demonstrated five major advantages 
which have justified its establishment 
and continuance: 

First, it offers consultive supervision 
in which two or more heads are better 
than one. In addition it results in uni- 
formity of direction throughout the 
organization; it helps to provide co-or- 
dination of long-term and short-term 
programs toward established objec- 
tives; it allows flexibility for emer- 
gency situations, should they arise, with- 
out interfering with basic schedules. 


Finally, it gives executives the benefit 


of. broader experience and interchange- 
ability of management personnel. 
Over-all, the Management Commit- 
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tee at Lukens has been primarily an 
advisory body. Line responsibility of 
division heads is st rictly adhered to for 
such decisions as affect one division 
alone. Decisions affecting more than 
one division are developed by the Com- 
mittee as a whole. When opinion in the 
Management Committee is divided, 
the president, who sits as an ex-officio 
member, “calls the shot” after due de- 
liberation of the problem. 

Free discussion by members of this 
group concerning general policies and 
practises before they are established 
makes for better understanding, im- 
proved co-ordination, and close CO-Op- 
cration between divisions and depart- 
ments of the company. 


Topics Regularly Discussed 


Every Monday morning, as regular 
as Clock-work, the Management Com- 
mittee members sit down in the conte. 
ence room to discuss many things 
which are of importance. Meeting 
weekly, the Committee has OCCASION to 
review frequently and without too 
much delay vital matters. Subjects 
regularly reviewed include current op- 
crating and sales performances, the 
company's financial position, cost de- 


velopments, proposed capital manufac- 


turing expenditures, current manyfac- ~ 


turing Inventories and procurement 
problems, customers’ claims or com- 
plaints and their handling, and requests 
for charitable or civic donations. 
These are the general topics on each 
week's agenda. In addition, however, 
each Committee member reviews im- 
portant projects either contemplated or 
under way in the departments of the 
Brief 


minutes are taken during each meet- 


business under his supervision. 


ing and these are distributed to the 
various Committee members for their 
permanent records. 

Discussion, when time permits, does 
not stop with the foregoing topics but 
continues on to other matters which 
may prope rly be brought before the 
Management Committee. Such topics 
include progress of the company’s 
continuing plan of cost improvement, 
company patent applications, any de- 
velopments concerning pensions or 
social insurance, consideration of an- 
nual or semi-annual reports from di- 
visions, handling of quarterly reports 
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Pensions and socul security as well as reports 
which may be brought before the Management ( 


an advisory whose tree disctts 


gon of propos 


to employees form part of the agenda 


primarily 


mmiuttee. The Committee ts 


cd general polictes and practises makes 


for better understanding and co-operation between the various divisions and departments. 


to stockholders and employees, public 
relations projects, division budgets, pro- 
posed national and State legislation 
likely to affect the company, research 
and development engineering projects, 
litigation involving the company, im- 
portant contracts and agreements, plant 
visitations, and other projects involving 
health and welfare of employees. 

This seems like a multitude of things 
to be considered in the short space of 
a four-hour meeting. The work is ac- 
complished, first, by brief reports after 
which action is taken where substantial 
agreement can be reached by Com- 
mittee members. Where opinion is di- 
vided, the matter is either postponed 
for further study or discussion, or it is 
put up to the president to decide. 

On some specific matters, especially 
those of particular importance, sub- 
committees are appointed to study the 
situation and to report back their find- 
megs to the main body. 

When a recommendation is made by 
the Management Committee to the 
Board of Directors, the proposal carries 
considerably more weight tnan if it 


were submitted by an individual execu- 
tive. This is because the directors 
know that the recommendation has 
come to them only after it has had the 
basic appraisal and approval of Man- 
agement Committee members repre- 
senting all of the important divisions 
of the company. 

As we sce it, there are three main dis- 
advantages which might be ascribed to 
the operation of the management com- 
mittee. The opportunity exists to share, 
but at the same time to diffuse and 
possibly cloud what otherwise would 
be a clear-cut responsibility. There is 
also the possibility of slower decisions 
and of slower actions on company 
matters. Nevertheless, at Lukens we 
firmly believe that the advantages far 
outweigh the disadvantages, and that 
the former become more and more ap- 
parent as management faces new and 
more difficult conditions all along the 
line and develops the value of consul- 
tive supervision in bringing together 
the many related factors which, prop- 
erly co-ordinated, make for successful 
operation of the business. 
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EXCESS PROFITS TAX IS 
HERE AGAIN, BUT IT'S NOT LIKE 
THE OLD ONE. NEW BASES, DIF- 
RENT EXEMPTIONS, AND ALTER- 
NATIVE METHODS TO CALCULATE 
A COMPANY'S TAX WILL OFFER 
RELIEF TO THOSE WHO TAKE AD- 
VANTAGE OF THE FLEXIBILITY AF- 
FORDED BY THE LAW. OF THE POs- 
| SIBLE APPROACHES, WHICH IS MOST 
DESIRABLE FOR YOUR COMPANY? 


A COMPANY’S EXCESS PROFITS TAX 


J. K. LASSER and WILLIAM J. CASEY 


e a RATE of 77 per cent 
can't help but have a protound impact 
on all financial plans and decisions. 
The new excess profits tax had only the 
immediate post-war years, 1946 to 1949, 
to take as its measure of normal earn- 
ings. These were years of boom. They 
were years when commercial applica- 
tion was being given to a surging war 
boom technology. 

More new corporations were created 
than in any other period. Many com- 
panies, almost at a halt in 1945 or faced 
by a task of reconversion, moved their 
earnings level steadily upward over the 
succeeding years. There was a vast 
expansion of plant and equipment. 
For all these reasons corporations were 
at different stages in achieving and real- 
izing on their earning power. 


/. A. Lasse) 


ind Company 


Now we come into a period where 
expanded production is at a high 
premium. 
duction will lift the level of operations 
for some companies and cut others back. 
The indation of recent months has cut 
the value of the profit dollar and, de- 
spite price control, we must expect still 
more inflation. We will see a scramble 
for any profits which rear their heads 


The shift to military pro- 


above the 1946-1949 level. 

The excess profits tax will claim 77 
per cent and perhaps more next year. 
But renegotiation officers from the 
Pentagon may get there first, and also 
apply, among other tests, a 1946-1949 
earnings level to see how much of the 
profit on military work can be returned 
to military budgets. 

Cramped under a variety of profit 

E W M 


A R C 
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restrictions and faced with a distinct 
need to expand operations and capacity, 
we can expect what might be called “‘a 
relief economy.” This relief will come 
from three main sources: administra- 
tive grace of price control authorities; 
the assistance of military and other de- 
fense authorities in paying for and f- 
nancing new tooling and facilities; and 
the skill and resourcefulness of business 
men and their counsel in taking advan- 
tage of tax relief afforded by the law. 

While recognizing the great variety 
of past experiences and the nature of 
future requirements for expansion, 
those who drafted the excess profits law 
of 1950 had one other prime objective. 
They did not want another Section 722. 
They would give relief, but they wanted 
to keep away from broad discretion, 
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CHANGING LEVELS 


Per cont Change 


theoretical projections, hypotheses, and 


speculative reconstructions. 


The desire to meet the requirements 


of a complicated, varied, and growing 

economy did not blend very well with | WARTIME 

| { the determination that adjustments and ee 

4 relief would be enurely predetermined =~ CORPORATE PROFITS 

ot: and independent of anybody’s discre- | 

| tion. ‘The result is a law which gives a 
taxpayers a record number of different ee NATIONAL ae 
options, but provides little flexibility INCOME Pr 
lor anies which are not pro _ 
tected from injury by any of the avail- — 
able Opuons. 100 EXPENDITURES FOR 

PLANT & EQUIPMENT 
Basis for Relief 
Relief is based on a flexibility in se- 

lecting the base years to measure the . 
normal earnings exe mpt from the tax — 
and then, it the base years don’t give ' 
a proper exemption, industry statistics 1941 


are applied with great rigidity to de- 
termine normal earnings. 
Some elbow room 18 afforded by 
allowing a more generous return on 
OPTIMUM SALARIES FROM BUSINESS INCOMES 
capital and capital additions than the 


World War II excess profits tax. In 


Salanies*®* tor Various Portions of Business 


: Net Busi- Income Affected by 30 Excess Profits Tax 
dustries falling into the public utility ness Income* rn - = 
category and extra-active industries before Salary 
have been given special treatment. $25,000 $10,200 $10,200 $10,200 $10,200 
An ordinary corporation may be able 
75,000 30,200 39.160 45,120 57.050 
to quality tor no less than fourteen 100.000 20,200 44,160 58.120 72,080 
ptional methods for getting its excess. 20,200 54,160 “8.120 
profits credit, which is the Mcasure ot 200.000 30,200 64,100 gS,120 122,200 
normal earnings to be exempted from 250,000 20,200 74,160 118.120 122.200 
thre 30 per cent rate ON excess profits. 300,000 30,200 $4,160 122.200 122,200 
There is a minimum credit of $25,000. 500,000 30,200 [22,200 122,200 122,200 


* Same for normal su: 
** Married man, 


This is only of value to companies tax and excess profits tax net income. 


children, optional deduction, 


which can not develop an actual credit 
The actual 


credit may be obtained on a capital 


in excess of that figure. 


basis or an income basis. 

There are two methods of getting an 
invested capital credit—the old World 
War II “historical method” or a new 
“asset method.” Under the “historical 
method” the company figures its credit 
on the original paid-in capital and sur- 
plus, plus any net accumulations of 
earnings up to the beginning of the 
company’s taxable year. 

Under the newly developed “assets 
approach,” take the aggregate basis of 
the company’s assets, including its re- 
tained earnings, subtract its liabilities 
and its net losses, if any, for the 1946- 
1Q4y period or the 1G40-1949 period, 


whichever are greater. 


is more advantageous? The answer 
will be of most significance to taxpayers 
who have had deficits at some time 
during their corporate existence. For 
example, under the historical approach, 
a net deficit has no effect on paid-in 
capital or paid-in surplus. Under the 
asset approach, however, a net deficit 
incurred prior to 1940 Or T1940 -depend- 
ing upon which period is more advan- 
tageous to the taxpaver reduces capi- 
tal or surplus previously paid in. 

3ut a net deficit incurred subsequent 
to 1940 or 1946 will not reduce capital 
or surplus paid in at any time, nor will 
it reduce earnings and profits realized 


prior to oF 1g46. Thus, for COr- 


is weighted in favor of the asset ap- 
proach, while corporauons showing 
losses over their whole life span would 
probably benefit from the historical 
approach, 

Invested capital includes 75 per cent 
of borrowed capital, evidenced by a 
bond or note or conditional sales con- 
tract. Of the interest paid on such bor- 
rowings 75 per cent may not be de- 
ducted tor excess profits purposes. The 
invested capital credit and the new 
capital credit will be reduced by inad- 
missible assets included in the com- 
pany's assets. 

The distinction between admissible 
and inadmissible assets is purely statu- 


Given the two approaches. which — porations with recent losses, the balance ‘Continued on page 46) 
Page 20 . D U N * §S R E V I E W M A R C H I 9 5 | 


= 
if 
Per cent 
> 
Ag 
re 
ion 
Ra 
A, » 
4 
4; 
“ 
“ae 
‘ 
ut 
Sas 
‘ 
3 | 
é Va 


“COME GET YOUR GRAPFADE 1 CENTS Grass!’ 


CRIFS THE YOUTHIUL RI 
THE DIRECT, BUSINESSLIKE APPROACH WHICH MANY OF HER ELDEKS IN 1HE FIELD MIGHT WELL EMULAT! 


TAILFR TO HER YOUNG CUST? HiFRE 
CUSHING PHOTOGRAPH 


MEF RS, 


THEIR WARES 
IN TIMES OF WORLD STRESS, VEN 
DORS OF MERCHANDISE ARE AGAIN 
TEMPTED INTO THE LANITIES OF 
ASELLERS MARKET. WHtAT SALES 
STRATEGIES DO TO-DAY’S RETAIL 
PERSONNEL MOST LACK? How 
DOES SELLING EFFICIENCY COM- 
PARE AMONG THE VARIOUS KINDS 
OF RETAIL ESTABLISHMENTS? 
How CAN SALESMAN-PATRON RI 
LATIONS BE IMPROVED? 


ital — 


A DIAGNOSIS 


J wo FORMER investiga- 
tions made by the author and some of 
his research students (see Dun’s Re- 
view, January 1949 and 1950) indicate 


that more customers quit trading at 
stores because of the inefficiency of 
salespeople than for any other reason. 
Also more patrons prefer to trade at 
one store rather than another because 
of efhcient salespeople than for any 
other reason. 

Because of these facts, the writer set 
out to discover some of the selling 
methods and knowledge used by store 
salesmen. Under his supervision 40 of 
his research students made a shopping’ 
survey Of 4,002 salespeople in 24 retail 
classifications in Oregon in 1950. 

The author made up a questionnaire 
dealing specifically with the approach 


N. H. COMISH 


Professor of Business Administration 
University of Oregon 


SALES APPROACH 


| BUSINESS LIKE 


~ 


ORIENTED TO CUSTOMER’S VIEW | 


i 


of salespeople, their knowledge of mer- 
chandise, their selling appeals, and 
personality features. The methods 
they employed to close sales, to sug- 
gest purchases of additional merchan- 
dise, and to answer common objections 
to buying were also investigated. 
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Copies of the questionnaire were 
made and distributed to the research 
students, all of whom had been trained 
in salesmanship and most of whom 
had had retail selling experience. 

Each investigator went into repre- 
sentative types of stores throughout 
the State. 
after salesperson, pretending that he 
wanted to buy merchandise valued at 
He observed the knowl- 


He contacted salesperson 


25 or more. 
edge and methods employed by the 
salesman, asked appropriate questions 


from time to time to bring out selling 


points, and stayed on an average of ten 
minutes with each salesperson. 

After each salesman had been tested. 
the investigator slipped out of the store 
and filled out a copy of the question- 
naire while the data were fresh in his 
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memory. Neither the salespeople nor 
the store ofhcials knew that the tests 
were being made. 

Data concerned the salesperson’s ap- 
proach, his taking the customer’s view- 
point, his knowledge of the merchan- 
dise, and his methods of answering 
the customer’s objections to buying, of 
closing sales and of suggesting addi- 
ional purchases. These were applied to 
all the salespeople combined, to depart- 
ment store sales personnel, and to 


women’s wear salespeople. 


Prompt, but No Pounce 


Let us now consider results relating 
to the approach and customer’s view- 
point. By a prompt approach is meant 
one in which the salesperson ap- 
proaches the customer at the logical 
moment. He does not pounce upon 
the patron, but leisurely walks up to 
him without delay and puts the cus- 
tomer at ease by a salutation which 
indicates a genuine desire to sgrve 
in accordance with the customer’s 
interests. 

Out of 4,002 salespeople, 74.9 per 
cent have a prompt approach. Of 887 
department store salespersons, 76 per 


And 


cent make a prompt approach. 


out of 611 saleswomen in the women’s _ 


wear Classification just 55 per cent ex- 
hibit a prompt approach. 

Thus, about one-fourth of the sales- 
people in the first wo groupings are 
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CLOSING THE SALE 
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ASSUMING DECISION 


Sulespersons in women’s apparel shops surpass 
the retail personnel of department stores and alli 
stores collectively in a knowledge of the uses of 
and in thew familiarity with the store 


Wares 

location of merchandise. of jemale 
garh also lead in the utilization of the most ef- 
fective methods jor answering customers’ objece 
tions and for concluding the sales transaction, 
lhey ure remiss, however, in their methods of ap- 
proach, in replying to Patrons’ demurrals by a stt- 


perior point, and in suggesting additional buying. 


wanting in promptness of approach 
and nearly one-half of the third cate- 
gory. Women’s wear salespeople make 
the poorest showing as a group. 

A pleasant approach is demonstrated 
by the salesperson who meets the cus- 
tomer with a sincere and pleasant 
smile and a willing attitude to be of 
service. 

Nearly 89 per cent of the first classi- 
fication exhibit pleasant approaches, 
while 94 per cent of the second group 
do, and only 80.4 per cent of the third. 
So, from about 6 to 20 per cent of these 
salespeople are deficient in pleasant- 
ness. The women’s wear saleswomen 
offend more often in this respect. 

By a courteous approach is meant 
one that exhibits politeness on the part 
of the salesperson in his actions, man- 
ners, and speech. Again, the women’s 
wear salespeople tail the other two 
groups in this element of the approach. 


While only 76.4 per cent of this 
group have courteous approaches, as 
many as 8g and g4 per cent of the 
all-types classification and the depart- 
ment store category make courteous 
approaches to their customers. 

A businesslike approach is one in 
which the salesperson addresses him- 
self to the customer’s interests rather 
than expatiating on his own personal 
experiences which have no relation to 
the selling incident. Once again the 
women’s wear group shows the great- 
est deficiencies of the three groups. 

Some 81.4 per cent of all salespeople 
make businesslike approaches, So per 
cent of the department store, and 70.5 
per cent of the women’s wear sales- 
people. So, from about 10 to 24 per 
cent of these salespeople need to adhere 


more closely to business. 
As to the customer’s view-point, a 
(Continued on page 65) 
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CLASSIFICATION OF Causes OF Business Fattures U. S.—YeEaR 1950 
} 
Basep ON Opinions or INFORMED Crepirors AND INFORMATION IN Dun & Brapstreet’s Crevir Reports 
MANU- CON- COM- ALAN! CON- COMMER- 
FAC- WHOLE- STRUC- MERCIAL FAC TUR- WHOLE- STRUC- CIAL SER- 
NDERLYING CAUSES APP NT CAUSES 
rURING SALE RETAIL TION SERVICE TOTAL UNDERLYING CAUSE: APPAR \ NG SAL} RETAII TION VICE TOTAL 
PER CEN’ PER CENT-— 
' Bad Habits o§ 1.6 2.1 1.9 1.5 1.7 
3-3 5.5 7.0 6.3 4,9 5.8 NEGLECT: —_— » Poor Health . 1.5 2.2 2.6 2.8 2.2 2.3 
Marital Dufhculties 0.3 0.6 0.9 0.4 0.7 of 
Other 0.7 1.4 1.4 1.2 0.5 1.2 
| Misleading Name 0.1 
False Financial Statement 0.4 1.0 0.5 O.4 0.6 
2.9 6.6 3.7 3.3 3.7 Faavup re } Premeditated Overbuvy 0.3 1.1 0.3 O.1 0.3 On’ 
3 ay Irregular Disposal of 
j 
reflected 5 Assets 1.7 3.5 2.0 2.4 2.7 2.2 
Other 0.4 0.5 0.3 0.3 0.5 
Inadequate Sales 54.3 45.9 45.9 26.4 43.9 45.7 
13.4 13.0 19.4 10.5 13.6 16.0 Lack oF EXPERIENCE Heavy Operating 
IN THE LINE | Eerdenced by Expenses 10.4 9.2 8.9 19.4 13.5 1O¢ 
12.3 13.4 16. 1 ‘4 15.4 Lack oF MANAGERIAI pimability to Receivables Difficulties 12.6 19.4 5.2 15.1 7-9 9.6 
EXPERIENCE favoid condi- Inventory Difhicultes 11.2 14.2 13.4 2.4 2.6 11.0 
12.4 15.7 13.5 Unsatancep Expert-| tions which re- Excessive Fixed Assets 15.4 4.0 10.7 4.9 17.2 109g 
ENCE sulted in Poor Location 0.9 2.0 6.9 1.8 1.2 
20 37-3 $9. 40.1 41.7 INcoMPETENCE Competitive Weakness 12.8 12.5 14.0 13.7 
Other 7.2 6.2 5.1 9.1 5.2 6.1 
Some of these 
1.5 1.5 ISASTER: he en provid- } 0.2 0.2 0.2 
| ed against rau 0.3 0.1 
| through insur- 0.2 0.1 0.2 O.4 0.1 
ance ther 0.5 0.7 0.3 0.6 0.4 
1.4 1.0 1.9 5.5 4.8 2.3 Reason UNKNowWN ih 
TOO LO 100.0 100.0 Toral of apparen! causes the totals of these columns exceed 
the totals of the corresponding columns on the left 
2,074 1,016 4,429 gi2 731 9,162 Numer or Farcures Per Centr or Torat 
FstimMaTrep NUMBER FatLures 22.6 48.3 10.0 8.0 100.2 
262,016 204,070 1,483,920 # # 2,519,388 oe Listrep Names Per CENT oF TOTAL 
IN Groue# Lisrrep 10.4 58.9 # 100.0 
$95,004 $33,594 $72,601 $25,651 $21,253 $248,283 CurRRENT LIABILITIES Per or Torar 
a IN THOUSANDS CurReNT Liapiniries 38.3 13.5 29.3 10.3 8.6 100.0 
345.851 $33,065 $16,413 $28,126 $29,074 $27,099 Averace Rare vor Eacu 
PER FAILURE Group** 79.2 49.5 29.58 # # 34.2 
** Annual rate of failures per 10,000 listed names @ proprietorship, or of two or more partners or officer the total number af names was obtained by an actual count 
* Expertence not well rounded im sales, finance, purchas- COMSTITUIING a2 Management unit. of the names, excluding branches, listed in the Reference 
ing, and production an the part of an individual in case of # The number of names in each group is an estimate, but Book at the end of 1950 
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“HE EFFORTS OF THE HELMS- 
MAN WERE USELESS AFTER THE 
FULL FURY OF THE STORM HAD 
BROKEN ACROSS HER BOW BUT 
WHO WAS BLAME AND HOW 
COULD IT HAVE BEEN AVOIDED? 
Was IT FAULTY CONSTRUCTION, 
POOR SEAMANSHIP, OR UNWISI 
SAILING ORDERS THAT RESULTED 
IN SUCH A TRAGIC FAILURE? 
How ARE THESE QUESTIONS 
ANSWERED BY BUSINESSES THAT 
HAVE FOUNDERED? 
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VITAL STATISTICS OF INDUSTRY AND COMMERCE 
Based upon Listings in the Dun & Brapstreet REFERENCE Book 


POTAL NUMBER OF CONCERNS AND RELATED FAILURE STATISTICS 


Rererence Porat Rate Toral AVERAGI NOTES: The names in the 
Names Listep* NUMBER PER LO,OOO CURKENT LIABILITIES Reference Book include only a 


YRAI FAILURES ListrD NAMES LIABILITIES PER limited percentage ot all service 
2,153,191 26,355 122 668,252,000 25,357 
2,135,094 25,2455 133 7 30,310,000 20,0 32 
2,010,713 1,822 154 2,000 20.152 tics on failures and concerns 1n 
1,983,807 19.459 100 457,520,000 23,038 business are not provided in 
333,959,000 27,021 these tables tor construction 
1,995,527 12.244 62 310,550,000 25.300 
and commercial service. 
15.275 Hor 203,17 3,000 21,148 
9.49 if 183,253,001 * Reference Book listings ex- 
clude branches trom 1g4o0 to 
2 I 22 182.5 20,008 312,359 
2.078.682* date. Prior to 1940 Ro hgures 
2,090,162 : on branches were available; in 


2,008,213 9.408 45 100,76 3.00% 10,713 1940 they totalled 101,717. 


2 f 45.32 39,001 14,070 
** While the total number of 
ASS </ 7) 4 > 7.400 names VW as obtained by an 
4.00% 1,129 5 67,349,008 59.654 tual count, the number in each 
yroup 1s an estimate. 
0,679 2 234,620,000 $4,609 
2 77 ), 246 04,109,006 33.323 
~ 
Boox Cent Per Cent Per CENT OF AVERAGE 
ATE! Torat NUALBER OF or PER 10.000 CURRENT Porat: CtRRENT LIABILITIES 
NUMBER*®* Listip Naas ATLURES Listtp NAMES LIABILITIES LIABILITIES Per FAILURE 


NUMBER OF MANUFACTURING CONCERNS AND RELATED FAILURE STATISTICS 


202,416 9.5 2.919 143.5 $71,152,000 39.0 $24,375 
201,632 9.7 2.455 121.8 66,799,000 40.1 27,209 
if 1.97 16.7 Y4.4 51.24 3,00 37. 25.959 
208,854 1 if 31,200,000 20,7321 
11.4906 1.2 12.2 17,247,000 

70,32 11.4 1,275 36.9 17.2 142,727,000 
ite 11.2 Ry 2 52.5 I 20,292.00% 55.5 §7.976 
7 I 25 3,205,008 0.5 

NUMBER OF WHOLFSALING CONCERNS AND RELATED FAILURE STATISTICS 
a ] f 110.2 $23,942,000 13.1 315,605 
2 - 104s 66.7 13.7 17,751 
12 150.616 260 Ry 11,682,000 11.6 15,37! 
1j0,3G1 © 18.2 2,108,000 6.90 12.9093 
7.9 6.8 On 5.4 15,055 
I 5 4.% 1,214,000 4.0 19,902 
“A151 5.6 11,480.00 115.990 
7 147 12.8 22.9 21,1 38.000 10.3 17.259 
SS! Hig [24 32.0 26,066,000 53.3 28.963 
204,07 8.1 1.016 49.8 33,594,000 13.5 33.065 
NUMBER OF RETAILING CONCERNS AND RELATED FAILURE STATISTICS 

H5.5 Q.058 H1.2 04.5 S¢ 7.378.000 26.9 $7.445 
7 65 H2.4 34.9 6,841 
I 64.9 62.6 45.2 40,421,C00 40.1 6.864 
1643 1.203.616 6.4.3 1.761 54.7 14.6 12,722,000 28.1 7.224 
1O44 492 40.4 4.2 2.924.000 12.4 7.959 
1.140.222 A2.5 35 9 2.5 2,127,000 10.2 10,783 
1a46 1.32% 204 26.9 2.2 6.272.000 9.2 20,635 
4 1G47 1.425.154 1,222 35.2 21.459.000 10.5 17.561 
1948 1.407.424 50.5 2.185 41.64 14.6 29,819,000 17.0 18.224 
1949 1.547.561 244 45.0 27.4 71,272,000 23.1 16.786 
1,483.92 5k 29 "2 691.000 209.2 16.413 
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CORSON PHOTOGRAPH FROM DLVANEY 


THE TREND 
or BUSINESS 


Rail slowdowns early in February temporarily idled shipments of producers’ goods and 


finished products. Ample manufacturers’ stocks, however, allowed production far in 


excess Of last year’s levels. Price and wage regulations cast uncertainties over large seg- 


ments of the economy. Consumer spending continued to surpass that of a year ago. 


/HE LARGEST physical prod- 
uct since World War II poured from 
the nation’s mines and assembly lines 
midway in the first quarter. First esti- 
mates for February output placed the 
Federal Reserve Board’s industrial pro- 
duction index near January’s 219 per 
cent of the 1935-193g average; output 
had risen 20 per cent since February 
last year and 10 per cent since the out- 
break of Korean strife. 

Railway sick calls of unusual pro- 
portions early in February dented the 
otherwise steady outtlow of LOE rds. By 
the third week of the month, however, 
production was again pushing forward 
at or near capacity levels. Despite the 
rail slowdown, production of basic in- 
dustries was maintained at substanually 
higher levels than in the first two weeks 
of February last year. 

Steel ingot output, for example, aver- 


aged 13 per cent above that of a year 
ago, crude oil output and lumber pro- 
duction were both up 18 per cent, 
and soft coal output exceeded two 
and one-half times that of a year ago 
when strikes beset the bituminous 
mines. One exception was the auto- 
motive industry; output dipped 8 per 
cent below a year ago in the second 
week. 

Final tallies for the month of Janu- 
ary indicated’ steel production to be 
the highest for any month on record. 
Totalling 8,830,000 net tons, the Janu- 
ary output surpassed the previous high 
of last October by go thousand tons. 
It exceeded last year’s first month pro- 
duction by 11 per cent. Steel opera- 
tions in January averaged 99.7 per cent 
of the nation’s over-all steel-making 
capacity. 

Production of crude copper in Janu- 


M A R C 


H I 4) 


ary aggregated 81,833 tons, somewhat 
but 11 per cent more than a year ago. 


less than in the final month of 


Dipping very slightly trom the previous 
month, January production of refined 
copper, at 110,144 tons, remained 16 
per cent above the January level of a 
year ago. 

Harassed by continued shortages of 
raw materials, automotive producers in 
February strove vigorously to offset the 
effects of such inconveniences. By the 
middle of the month, some chromeless 
cars had already begun to appear in 
dealers’ showrooms. More austerity 
models were in the ofing. Production 
in the first month of'1951 totalled 624, 
223 units. 

Although this represented a meagre 
drop from December, it bettered the 
January output figure of last year by 


5 per cent. It was estimated that out- 
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THE TREND 
or BUSINESS 


I) /, echly Signf of Selivily 


WEEKLY AVERAGES SELECTED Latest Previous YEAR WEEK 
1939 1950 BUSINESS INDICATORS WEEK WEEK Aco ENDED 
102 186 Steel Ingot Production 200 199 140 Mar. 3 
Ten Thousand Tons 
76 gy Bituminous Coal Mined Log 85 24 Feb. 17 
Hundred Thousand Tons 
69 154 Automobile Production 178 169 117 Feb. 24 
Thousand Automobiles 
31 62. ~— Electric Power Output 69 70 59 Feb. 17 
Hundred Million K.W.Hs. 
65 75 Freight Carloadings 74 57 56 Feb. 17 
Ten Thousand Cars 
109 304 Department Store Sales —_272 273 231 Feb. 17 
Index Number 
77 161 Wholesale Prices 183 182 153 Feb. 13 
Index Number 
74 237. ~Bank Debits 226 251 193 Feb. 14 
Hundred Million Dollars 
76 272, +Money in Circulation 271 271 270 Feb. 14 
Hundred Million 
219 176 Business Failures 127 165 210 Feb. 22 


Number of Failures 


Sources: Amer. Iron & Stee! Inst.; U. S. Bureau of Mines: Automotive News; Edison Electric Inst.; Amer. 
Assoc. of Railroads: Federal Reserve Board; U. S. Bureau of Labor Statistics; DUN & BRapstrREET, INc. 


Industrial Production Wholesale Commodity Prices 
nally A mois io Federal Reseree Board Inder 1926 { S Bi of Lab 
95! 
January 2 January 1D 
tebruary bebruary 
March March 
Apr Apal 
Ma May 
Ju 
\ug \ugust 
Se pte Septer he 
Chk October 
November November 
December December 
t Approximation tig re trom quoted source not avaslatle 1 Approximation hyure trom q noted source not as wl thle 
Employment Consumers’ Price Index 
Milhons of Persons U.S Buvean of fates Rerean of Le 
194% 1949 1950 195! 1949 1951, 
January $7.4 $74 564 59.1 January 108.8 170.4 
Apr! <7 si - April rin 2 16y.7 167.2 
lune 612 $9.6 June 
July 1 fs $9.7 jul 173-7 164.5 172.5 
August 62.4 Aupust 7% 168.5 
September 59-4 61.2 September 174.5 i738 
October fol $9.0 (ke tobe 173.¢ 165.5 174.5 
Novem} wr $9.9 fr z oy s72 168 1 
December 50.4 <8 6 60.3 171.4 167.5 
Includes all civilian workers t Approumation, figure trom quoted source not available, 
Industrial Stock Prices Retail Sales 
Af i Dady Inder Dow Bullion Dol sf Department of Commerce 
195! #95! 
January 244-45 
March 
April 
Alay 
Jun 
July 
Auyust 
Ne bes 
Ch tober 
‘ 
Dec 
Based 
Pape 26 D U $ 


PRODUCTION PRICES TRADE 


put for the current year would be 20 to 
30 per cent below the record 8 million 
cars and trucks that rolled off the as- 
sembly lines last year. 

The value of new construction put 
in place during January, at $2,073 mil- 
lion, established a new high for that 
month. Although it was 7 per cent be- 
low December’s construction volume 
(there is usually a seasonal drop at the 
turn of the year), it was 21 per cent 
above the January 1950 level. Part of 
this rise reflected the higher prices paid 
for construction materials this year than 
last; wholesale building material prices 
rose 16 per cent during 1950, according 
to the Bureau of Labor Statistics. 

With the gathering momentum of 
mobilization, national expenditures for 
the Army, Navy, and Air Force climbed 
to an annual rate of $19.8 billion in Jan- 
uary compared with $18.5 billion a 
month earlier. Military spending in 
the first month of 1951 dwarfed its cor- 
responding figure of last year by more 
than one and one-half times. 


Continued absorp- 
mf cyment tion of men into 
the ranks of the military from the 
nation’s farms and factories partly ac- 
counted tor a depletion, by one million 
persons in January, of the civilian labor 
force. Farm workers leaving the labor 
force at the end of the crop season in 
various Southern communities also con- 
tributed partly to the decline. Despite 
this month-to-month drop, persons at 
work or available for hire were 87 
thousand more numerous than a year 
ago. 

Total civilian employment at 59 mil- 
lion persons in January, represented 
95-9 per cent of the total civilian labor 
force, a slight drop from December, but 
noticeably above last year when 56.9 
million persons or 92.7 per cent of the 
labor force were employed. 

The rise from a year ago was instru- 
mented by a 4 per cent increase in non- 
agricultural employment, the number 
of farm workers having dropped 3 per 
cent from the January 1950 level. In- 
creasing numbers of farm hands were 
being attracted to defense jobs in in- 
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PRODUCTION 


dustry, although industrial workers 
themselves were suffering some tem- 
porary conversion displacements. 

The cordons of the jobless increased 
by 12 per cent to 2.5 million in January. 
This was the largest number out of 
work since last July, but well below 
last year when January’s unemploy- 
ment rolls tallied 4.5 million persons. 


Fives and Wages Despite the 


late January 
freeze, spot commodity prices continued 
to penetrate new high altitudes in 
February. Climbing to 183.3 per cent 
of the 1926 average in the week ended 
February 13, the Bureau of Labor Sta- 
tistics Wholesale Commodity Price In- 
dex indicated a 20 per cent increase 
above the corresponding price level of a 
year ago and a 17 per cent rise from the 
pre-Korean level. 

Abetting the already forbidding com- 
plications of price control was the fact 
that, under terms of the Defense Pro- 
duction Act, farm product ceilings 
could not be less than either current 
parity or the pre-Korean price, which- 
ever happened to be the higher. 

This was evidenced particularly in 
the case of food prices. The Dun & 
Brapstreet Wholesale Food Price In- 
dex, representing the sum total of the 
price per pound of 31 foods in general 
use, rose to $7.31 on February 20, the 
highest level since July 1948 and 25 per 
cent above the corresponding 1950 level. 

Prior to the wage-price freeze _per- 
sonal incomes had risen to a new all- 
time high. Total personal income for 


WHOLESALE Foop Price INpDEx 


The index is the sum total of the price per pound of 31 
foods in general use. It is not a cost-of-living index. 
Latest Weeks Year Ago 195! 
Feb. 20. .$7.31 Feb. 21..$5.83 High Feb. 20. .$7.31 
Feb. 13.. 7.25 Feb. -14.. 5.86 Low Jan. 2.. 6.93 
Feb. 6.. 7.21 Feb. 7.. 5.80 1950 
Jan. 30.. 7.19 Jan. 31.. §.79 High Dec. 26. . $6.90 
Jan. 23.. 7.08 lan. 24.. 5.78 Low Jan. 3.. 5.73 


Dat_ty WuotrsaLce Price INDEX 


The index ts prepared from spot cloung prices of 30 hasic 
ommodities (1930-1932——100) 
Weck 
Fnded Mon Tues Wed. Thur Fri. Sat. 
Fel 24 329.01 327.G6 327.25 Holiday 327.66 327.15 
Feb. 17.. Holiday 329.38 3238.44 328.74 3 324.6 
Feb. 10.. 326.63 326.37 326.99 327.83 327.88 327.82 
Feb. 3.. 325.79 326.61 326.€ 326.72 326.73 326.80 
Jan 7 323.25 323.05 322.01 3 323.18 
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THE TREND 


Year Oct. Nov Dec. Year Jan 
are 1948 60.1 59.9 59.4 1949 57.4 
Employment, 1949 59.0 59.5 58.6 1950 56.9 
Million persons 1950 61.8 61.3 60.3 1951 59.1 
U 7 1948 1.6 1.8 1.9 1949 2.7 
hemp oyment. Millig 1949 3.6 3.4 3.5 1950 45 
illion persons 1950 1.9 22 22 1951 2.5 
: 1948 3.7 3.2 2.7 1949 2.4 
Farm Income....... 1949 3.4 2.9 25 1950 2.3 
1950 3.6 3.3 2.6 1951 2.4 
1948 13.6 13.8 14.4 1949 13.8 
Consumers’ Credit ——— & 1949 15.3 15.9 16.8 1950 16.4 
illipa dollars "1950 194 194 20.1 1951 
949 1.41 
Gross Hourly Earnings of Industrial 1.42 
1950 1.50 1.51 1.54 1951 1.56 
, ot 948 55.60 55.60 56.14 1949 55.50 
W eekly Earnings of Industrial yoo 55.26 54.43 56.04 1950 56.29 
Dollars 1950 «61.99 _ 62.38 
, 1948 17.8 18.0 17.8 1949 16.8 
Manufacturers’ Sales* weed 1949 15.8 16.2 15.8 1950 16.2 
1950 21.2 21.1 21.2 1951 
1948 31.8 32.1 32.3 1949 32.6 
anutfacturers Inve Bills Ne 1949 28.9 28.7 28.9 1950 29 
1950 31.8 33.0 33.8 195] 
, 1948 8.1 8.2 8.2 1949 7.7 
Wholesalers’ Sales* SO 1949 71 76 73 1950 79 
ulion dollars 1950 88 8.8 9.3 1951 
, , : 1948 9.7 9.7 9.5 1949 9.5 
Wholesalers 1949 9] 91 90 1950 9.0 
1950 10.2 10.5 10.8 1951 
i 1948 10.9 10.8 11.0 1949 10.6 
Retailers Sales* 1949 10.7 10.6 10.5 1950 10.9 
illion dollars 1950 11.8 11.4 12.2 1951 13.3 
Retailers’ 1 - 1948 14.9 15.0 15.0 1949 14.7 
etaliers Inventories 1949 14.5 14.3 13.7 1950 14.0 
1590 16.7 16.8 16.8 1951 
1935-1939=100 
1950 217 215 216 1951 219 
1948 4.6 3.3 3.0 1949 2.8 
Freight Carloadings 1949 23 16 31 1950 24 
1950 3.5 3.2 3.6 1951 3.4 
Building Permits, 120 Cities .. 1948, 
Million dollars 
1950 421 338 342 1951 366 
‘ 1948 459 460 531 1949 566 
Commercial and Industrial emt 1949 802 835 270 1950 R64 
war 1950 707 683 67 1951 775 
‘ Million dollar, 1949 23.9 22.8 19.3 1950 26.4 
sakotsaeeetgenasis 1950 16.6 18.9 21.0 1951 21.7 


* Adjusted for seasonal changes. 


These figures bring up-to-date some of the series in “The Compass Points of Business” quarterly 


supplement to the February Dun’s Review. 


E W 


H 


The next supplement will appear in May. 
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THE TREND 
or BUSINESS 


(1935-1939—100) 


N&s 


PEGIONAL 
TRADE BAROMETER 


PERCENTAGE 
CHANGES FROM & YEAR AGO 
Change from— 
REGION: De 
bud 
cd States 315.1 + 3.1 
‘ 
J 
( + +1 
( 4 - 
Milw ke 2 4 
ind St. Par 2.9 


December, including wage and salary 
receipts, net incomes of proprietors, 
dividends, rents, and interest, was esti- 
mated atan annual rate of $240.7 billion, 
i5 per cent above the estimated rate of 
a year earlier. 

The wages of production workers, 
averaging $1.54 an hour, were g per 
cent above the previous year’s level and 
6 per cent above the pre-Korean level. 
The fact that wage earners were putting 
in nearly two more hours of work a 
week in the nation’s production lines 
than a vear ago brought their weekly 
average earnings to a new all-time high 
of $64.15, or 14 per cent above the pre- 
vious December level and 9 per cent 
above last June. 

am Steady increases in defense 


total wholesale order volume to the 


ordering continued to push 
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REGION: Dec. Dec. Nov. 
lowa an Ne isk $4 14.4% 
x \ in 1 4 + 42 + 0.0 
ta 4 
| j 
> 
z New Corie 
bexa is 12.5 
>| 
Salt Lake (¢ 2 + 3 
and Seattle 374.7 +14.5 + 6.3 
5. Francisco.... 33 +14.0 + ; 
Le 4 341.4 +-16.58 + { 


highest levels since World War IL. The 
dollar volume of wholesale sales had 
risen to an estimated 25 per cent above 
last year’s level by the middle of Febru- 
ary, despite prevailing uncertainties re- 
garding price regulations. 

The annual outburst of Spring appar- 
el buying tor the pre-Easter season 
approached its apex with much empha- 
sis being placed on topcoats, and such 
gift items as nylon hosiery, lingerie, 
and handbags... Retailers ordered heavi- 
ly Spring and Summer suits and dresses 
while some advanced orders for Fall 
began to make their appearance. The 
recent showings of Summer fashions 
in New York City elicited a hearty re- 
sponse from buyers gathered from 
many parts of the nation. 

Despite the closing down of the vari- 
ous cotton exchanges and the Boston 
Wool Market following the imposition 
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M A R C H I 9 


FINANCE 


of Government price regulations, some 
scattered trading in textiles was evi- 
denced by third quarter transactions in 
print cloths, sheetings, drills, and twills. 
Much of the print cloth ordering com- 
prised small lots of second-hand and 
runover grades. 

Largely in reflection of an augmented 
consumer demand, household furnish- 
ings and appliances were ordered in 
substantial volume with buyer interest 
largely centered on radios, television 
receivers, and refrigerators. Industrial 
orders of machine tools reached the 
highest point since early in World War 
II, indicating the intensiveness of re- 
tooling for the defense effort. 

At the retail level, consumer buying 
was sparked to new February peaks 
by extensive promotions. Department 
store sales averaged 16 per cent above 
a year ago, although a cold snap over 
most of the nation early in the month 
initially dampened shopper enthusi- 
asm. Anticipation of Federal excise 
taxes also prompted increased buying of 
items which might be affected. 

As the Easter season neared, women 
shoppers sought to refurbish last year’s 
wardrobes with new Spring fashions. 
Millinery, footwear, and gloves, as well 
as Spring suits and dresses were pur- 
chased in larger volume than in the cor- 
responding period of last year. This 
was partly attributable to the fact that 
Easter occurs two weeks earlier this 
year than last and to an apprehension 
of further possible price rises. 

Home furnishings and large appli- 


Varues——2i5 Cities 


Geographical January 
Divisions 1951 1950 Change 
New England $21. 768.494 $14.450,934 + 
Middle Arlantic Qt .O78 455 80 823.437 + 12 
South Atlantn .007 266 49,226,405 4 4 
Fa Central 84,502.45 64,612,554 + 30.5 
Sr h Central 1.441.307 60 .940.028 + 50.1 
West Central 8 11,762,911 + 95.2 
Mountain .... 12,216,083 6.783.809 + 
Pacifi =2,908 55.309.293 + 3 
Total U. $546,828 1 $334,0909.16t + 33.4 
New York Cuitv 4 
le N.Y. $292.1 2 
Bank CLEARINGS 
lan 
51 C} 
Total 24 Cities 27 246.82 2° 2 f 
New York. 39,922,901 32,031,629 +24 
Total 25 Cities 77 219,727 -+25.8 
Average Daily 799.99 
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11,000 tons of abrasive ash scoured dredging, coal-coke and steel, where 
the ABK pump impeller you see above, severe abrasive action exists. 
before replacement was necessary. Its The use of ABK metal at points of 
service life was five times that of ordi- abrasive wear in your plant may be 
nary wear-resistant iron. ABK metal profitable to you because it produces 
fan liners feeding coal into a furnace more work per unit. . . reduces down- 
lasted 30,000 hours as against 7800 time for replacement. . . lowers the cost 
hours for white iron liners. Long-life of installation and cuts lost production 
ABK liners in a cement mill pulverized — fours. ABK metal can be cast in all 
2,120,000 barrels of cement, compared common foundry forms and shapes. 
to 751,000 barrels turned out bychilled ~~ Brake Shoe foundry techniques assure 
iron liners. exceptional uniformity throughout ABK 
This exceptional abrasion-resistant castings and between one casting and 
metal has established unusual service another, an advantage that contributes 
records like these in such industries as to longer operating life. Write for 
mining, power plants, cement,ceramic, detailed information to Dept. B. 


10 Divisions of American Brake Shoe Co. produce wear-resisting parts in 54 American and Canadian plants. 


AMERICAN BRAKEBLOK DIVISION ¢ AMERICAN FORGE DIVISION » AMERICAN MANGANESE STEEL DIVISION 
BRAKE SHOE AND CASTINGS DIVISION e ELECTRO-ALLOYS DIVISION «» ENGINEERED CASTINGS DIVISION 
KELLOGG DIVISION « NATIONAL BEARING DIVISION ¢ RAMAPO AJAX DIVISION » SOUTHERN WHEEL DIVISION 


230 PARK AVE., NEW YORK 17,N. Y. 


Copyright 1950. American Hrake Company 


Dun’s Review 


Two to five times lon er service life is the record of ABK Metal — 
pons 
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“Our new Art Metal Speed File gives 
17/2 inches more usable depth than ordi- 
nary files of the same size. 32 inches 
extra per drawer, because of expansion 
backs, makes even a full file instantly 
workable. And fast? The Art Metal Air- 
line Index guides you right to the paper 
you want.” 


Art Metal Business Equipment is engi- 


For over 60 years the 
hall-mark of fine busi- 
ness equipment... office 
desks * chairs files 
safes and visible index- 
ing equipment. 


neered for business proficiency. Art Metal 
men are trained and experienced in solv- 
ing problems of filing, desk-work, office 
seating, record-keeping and office layout. 


If you have a current filing problem, see 
your local Art Metal dealer or write us 
for a copy of “Simplified File Analysis.” 
You'll find it very helpful... Art Metal 
Construction Co., Jamestown, N. Y. 
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ances were bought in a dollar volume 
well above that of a year ago. Video 
sets, electric ranges, and refrigerators 
comprised much of the total volume 
of consumer durables bought. Cut- 
backs in the production of some non- 
essential civilian goods had yet to make 
a serious impact on over-all consumer 
spending. 

There was a moderate rise in con- 
sumer spending in January, according 
to the seasonally adjusted Dun’s Re- 
view Regional Trade Barometer. Jan 
uary’s preliminary barometer, at 353.8 
(1935-1939-=100) Was 12.3 per cent 
above December and 27.8 per cent 
higher than a year earlier. It was 3.8 
per cent below the all-time peak reached 
in July 1950, the month of large-scale 
scare buying. Adjustment is made in 
the barometer for the number of busi- 
ness days occurring in each month. 

Increased re- 


Trade ceipts of cop- 


per and tin with which to bolster the 
nation’s defense resources were chiefly 
instrumental in boosting United States 
imports in the final month of last year 
by $10 million to $862 million. In- 
creased shipments of vehicles, produc- 
tion machinery, raw cotton, and wheat 
brought about an export rise of $85 
million to $1,062 million. This was 
the highest monthly total since June 
TQO49. 

These figures indicated that total ex- 
ports for 1950 were $10,275 million, 15 
per cent below the previous year’s level, 
while 1950 imports were up 33 per cent 
to $9,840 million. Although in 1949 
exports exceeded imports by 82 per cent. 
last year the trade gap was closed to 
the extent that exports were 4 per cent 


in excess of imports. 

Y,; February stock prices 
(NANCE averaged well above 

levels attained in January, although the 

volume of shares in transaction dimin- 

ished somewhat. The Dow-Jones aver- 


New Bustness INCORPORATIONS 


Geographical Dec. Dec. Year Year 

Regions 1050 1949 1950 1949 
New Fneland.. 600 55 6,179 5.859 
Middle Atl 504 32.515 20,117 
Fast North Central..... 1,101 1,353 15,127 14,443 
West North Central..... 351 433 4,073 4,036 
South Atlantic. 993 1,123 12,818 11.905 
Fa outh Central..... 187 221 2,872 3,7 
West South Central..... 384 6.105 
217 283 3.58 3.06 
618 687 1,055 8,143 
] 6,780 7,857 )2,925 85 
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Wi 
GAGE SAVES RETYPING roMORROW S TYPEWRITER 


/ 4 
yUNOREDS OF PAGES A Mowry HERE TODAY 


” RED SIGNAL WARNS 


The All-New Luxury Typing a” 


typist when she is 
2'2 inches from the 
end of the page. Tells 


Smith-Corona 


her, and keeps tell- 
4 is left as she types to 
FEATURING PAGE GAGE! S 


the very end! Ask us 
to demonstrate. 

You won't see a typewriter so completely new 

and radically advanced for years to come! 

New Page Gage saves time, stationery and 
retyping. New Super-Support Segment permits an 
all-new luxury “write” no other typewriter can 
match. Has new 10-Inch Writing Line and widest 
paper capacity of any standard carriage model. 
Plus new 4-Way Ribbon Control, new Scale-Scope, 
Error Controland world's fastest Automatic Margin. 

Ask for the complete story on the All-New 
Smith-Corona now. It’s one you should hear! 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory & offices, Toronto, Ontario. 
Makers also of famous Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbons & Carbons. 
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standard MAGNESIUM 


featuring... the Magliner 
fully adjustable 
e AUTOMATIC DROP LOCK 


“THEY’RE HERE” 


Yes— Magliner magnesium dock boards are now available as stand- 
ard models. The same dock board that is famous for its amazing 
lightness and bridge-design strength! Stop wasting manpower. 
Magliner’s new low prices bring this money saving equipment within 
the reach of every firm. Trucks can back to within 3” of loading dock. 
Boards are reversible to accommodate trucks which are either higher 
or lower than dock level. Write for Bulletin DB-203 today. 


PINCONNING, MICHIGAN 


MANUFACTURERS OF MAGNESIUM Hond Trucks 
Bridges »Cotwolks «Safety Blocks «Safety Tongs «Can Forks 


Dunn's Revirw 


age of 30 industrial stocks surged to 
new 20-year highs, but was substan- 
tially below the all-time high of 381.17 
reached in September 1929. The Jan- 


Uary average, at 244.45 Was 22 per cent 
above the level ot a year Ago. 


Trading volume on the New York 


Stock Exchange during January aggre- 
_ gated 70 million shares compared with 
(60 million in the final month of last 
year and with 43 million a vear ago. 

The Federal Reserve Board's upward 
revision of margin requirements to 75 


per cent from 50 per cent at mid-month, 


however, was reflected in an appreciable 
drop in share volume during the lattes 
| half of the month. 


Ye, /, After a two-month de 


cline, business failures 


increased 14 per cent in January to 
775, but were 10 per cent below the 
SO4 casualties recorded d Vear 
half as manv businesses failed in Janu 
ary as in the corresponding month of 
pre-war 1939. 

Dun’s Faiture INpex, which ex 
tends the monthly failure rate to an 
annual basis and adjusts for seasonal 
Huctuation, dipped slightly to 31.5 casu 
alties per 10,000 listed enterprises. This 
rate was somewhat below the 26 of a 
vear ago, but exceeded any other Jan 
rate since 1942. 

January liabilities rose 3 per cent 


above the December level to $21,655, 


0600. Casualties in most liability classi- 
fications increased during the month. 
the single decline occurring in the 
$25,000 to $100,000 group. 

There was a general drop trom last 
vear’s level in failures in the various 
liability. categories: the single excep 


tion was a 6 per cent rise among fail 


THe Faiturr Recorp 


Tan Tye t 
s Fanwure INpex® 
Adjusted, seasonally... 31.5 
NUMEER Faint 
psy Size oF Dest 
404 2 
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| Service. 3 
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ring when you 
want me, Sir 


“T had to put my point over with a bang. Our 
office was no place for subtle suggestions or softs 
spoken pleas. Din and confusion were driving 

us frantic. Errors! Wasted effort! Overtime! An 
old dinner gong from our attic helped me 

ring up a victory... and QUIET was 


the cherished prize!” 


Here’s a word from the expert who gave them the quiet they needed... 


“Office noise causes overtime work. duplicated work. costly extra 
p 


work. I recommended Acousti-Celotex Sound Conditioning because it 


has brought quiet and increased efficiency and comfort to 


hundreds of similar offices... with only a modest investment.” 


Remember . . . whether the noise problem is in offices, schools, banks, hospitals, 
restaurants or church rooms ... it takes all three to get quiet like this! 


1. The Correct Material for each particu- 
lar job! Your distributor of Acousti- 
Celotex products has a complete line of 
superior, specialized acoustical materials. 
His free analysis of your noise problem 
assures correct Sound Conditioning — in 


advance! 


2. Expert Installation to suit each indi- 
vidual requirement. specification and 
building code. Over 200,000 Acousti- 
Celotex installations the country over 
have solved every type of acoustical prob- 
lem. That’s why you get the right mate- 
rial, correctly installed the first time when 
you specify Acousti-Celotex products. 


Acousti-Cevotex 


3. Guaranteed Materials, Methods and 
Workmanship. Acousti-Celotex products 
have the years of scientific research, na- 
tionwide organization and time-proved 
qualities that enable your distributor to 
guarantee his work, his materials and his 
Sound Conditioning techniques. 


FOR YOUR FREE COPY of the informative 
booklet, “25 Questions and Answers on 
Sound Conditioning” and the name of 
your nearest distributor, write to The 
Celotex Corporation, 120 South LaSalle 
Street, Chicago 3. Illinois. In Canada, 
Dominion Sound Equipments, Ltd., Mont- 
real, Quebec. 


Maken 
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- 
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SOUND CONDITIONING !S A SOUND INVESTMENT 
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FOR OFFICES* FACTORIES*STORES*SCHOOLS*HOTELS*HOSPITALS* CHURCHES* BANKS* RESTAURANTS 
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FORD MOTOR COMPANY | 
cuts costly paper work wit 


; 


| 


OZALID—the speedy copying process that’s 
60 TIMES FASTER than costly, old-fashioned “copying”! 


and proofreading unnecessary. There's 
no blur, no smudge —Oczalid copies are 
reproduced with equal fidelity from tirst 
to last. 


inter-office reports and records of Ford 


ire now tlowing with increased speed 


and accuracy—thanks to Ozalid. the 


world’s most versatile COpying pre cess! 
More Economical Than Ever 
When “Time Study Charts” are pre- 
pared with Ozalid, copying time is re- 
duced by ten minutes per page—copying | 
costs are correspondingly lowered. The 
Ozalid application at Ford is less than 
two years old —yet Ford's Savings are 
already substantial and growing! Each 
day new uses are being uncovered! 
Whether your business is large or 
small, you can profit trom Ozalid’s ver- 
satility in accounting, engineering and 
ottice work. Get the full story of how 
you can save money with Ozalid—write 
tor your copy of “The Simplest Business 
System, today! 


Faster Than Ever 


Today, Ford 1s duplicating more and 


more accounting re ports with Ozalid aes 
in average of G+ minutes ts saved in the 
preparation of each report. Many re- 
ports are now issued a Me dd ot schedule, 
as a result of the use of Ozalid. And 
Ford obtains extra Ozalid copies of in- 
voices, financial statements, bills of lad- 
ing. dealers’ statements and organiza- 


tional charts as quickly as they're needed. 


More Accurate Than Ever 
Rechecks to avoid costly errors are now 
eliminated from many of Ford's reports 
because Ozalid makes manual copying 


1 


ystrat ed 


OZALID, pept. York 
he alic 


Johnson Cits 
~entiemect - 
Psoklet that full 


proc 


Name 
ompany 


Position 


Addres your 
(jr ia im 


pistes 


Ozalid—A Division of General Aniline & Film Corp. “From Research to Reality” 
Ozalid in Canada - Hughes Owens Co., Ltd., Montreal 
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ures with liabilities of less than $5,000. 

The largest number of liquidating 
enterprises commenced operations in 
1949. Approximately one-half of the 
January dissolutions occurred among 
businesses which started at various 
times during the past three years and 
about three-fourths were organized 
within the past five years. 

Retailing and construction failures 
made up all of the month’s increase. 
Retail casualties were the largest in 
the last eight months, with the rise 
prevailing in all trade lines except 
automotive, Which declined, and drug 
lines. Which remained unchanged. In- 
solvencies among manutacturers and 
wholesalers dropped 41 per cent and 
34 per cent respectively trom last year’s 
levels, the sharpest declines in both 
groups being those in food and ma- 
chinery lines. 

New England, the West South 
Central, and the Pacific regions sus 
tained fewer business liquidations in 
January than in the previous month, 
while all other regions reported in 
creases. Compared with a year ago, 
slight increases occurred in the Middle 
Atlantic, West North Central, East 
South Central, and Mountain regions. 

railures in the 25 largest cities rose 
23 per cent in the month, compared 
with an & per cent rise for the rest ot 
the nation. Most of the rise occurred 
in Chicago and New York. 


Fartures BY Divisions oF INDUSTRY 
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headache... | 


Another example of the way 
Recordak microfilming is in- 
creasing efficiency in 65 
different types of business... 
thousands of concerns 


CENTRA 


It used to be necessary for laundry bookkeepers to make Now ... bookkeeping costs are being cut as much 


a ledger listing of 7 or more different items for each bundle as 50% by laundries who have put an economical Recordak 
of wash. The customer's name, address, laundry mark, total Microfilmer on the job. A clerk simply lists the total-charge 
charges, ete., all had to be copied from the laundry ticket, figures on an adding machine (for the daily tally)... and 
which was prepared when the bundle was received at the drops the tickets into the microfilmer. Thus, the laundry gets 
plant. A lengthy. tedious—and costly—job of duplication a photographically accurate and complete record—5.000 or 
when you consider that a fair-size laundry handles two more icems on a roll of film that’s no larger than your palm. 
thousand or more bundles of wash per week. And each tiny picture appears needle-sharp when it’s viewed 
But. now, there’s a much easier way. —sreathy enlarged—in the Recordak Film Reader. 


Regardless of your type of business Be Wrong.” It gives detailed facts on microfilming sys- 
... Or its size... vou should investigate tems... and the line of Recordak Microfilmers—now 
Recordak microfilming soon, Hihy7— offered on an attractive purchase or rental 


Because... vow ll probably find that it is simplifying ae- plan. Recordak Corporation (Subsidiary 


counting routines similar to some of yours. of kastman kodak Company). 144 Madi- 


because it provides increased protection for your vital son Avenue, New York 22, N. Y. 
business records. ‘ 
... because it cuts filing space requirements as much as 99%,  Recordak” is 
... because it offers you the fastest. most economical method a trade-mark 
; of document reproduction. Instantaneous copying . .. with (Subsidiary of Eastman Kodak Company) 

an economical microfilmer designed for your requirements, originator of modern microfilming — 


Write today for a free copy of “50 Billion Records Can't and its application to business systems 


By 

3.6% 


RECOVERED TIMES ITS COST 
INZ YEARS USE... 
NO REPAIRS OR REPLACEMENTS 


ELECTRIC HOIST 


Unsolicited statement made by a Michigan 
user about a Titan Electric Hoist 


The Titan is a powerful, /itrle hoist With 
big hoist features: Improved Worm Drive, 
Flectric Brake, Steel Wire Hoisting Rope, 
Push-Button Control. Capacities: 250 Ibs. 
to 1 ton; with monorail trolley or upper 
hook suspension, 

Weritve for Titan Bulletin 801A; also Bulletin 
695 on light, overhead Electric Hoist Cranes. 


WATER, LAND. AND PEOPLE. 
brank and Anthony Netho, 


> 
(KOS, 


bowls inthe Southwest. 


floods along the Mississippi, water 


Bernard 


Alfred A. Knopf, 


famines threatening the coastal cities 
of the East—are these isolated phie 
homena, or are they symptoms of a 
general malaise pervading the land 
water balance of the entire nation? 
Shocking proot of the latter view. is 
provided by a book as timely as it is 
momentous. From its documented 
pages leaps an indictment of ignorance. 
nevligence, and greed which must f1 
nally rest on all of us: and only through 
unified action can we hope to rectity 
a condition causing the annual loss of 
billions of dollars and untold human 
sulfering. The authors, experienced 
conservationists, urge a remedial pro 
gram of national watershed control 
that merits the attention of every re- 
sponsible citizen. 


WEST, fy Barbara Ward. 


I7 f crs. 


POLICY FOR TEI 


~ Barbara Ward’s succinct phrases are 


as a beacon illuminating the murky 


CURRENT 


BOOK 


contusion of to day's strugvle between 
ast and West. Step by step she re 
counts the events leading up to the 
ominous impasse, and analyzes not 
only Western actions, but even possible 
motives tor Soviet behavior. This sort 
of treatment does much to dispel the 
tatalistic trisht with which we tend to 
face the future and which prevents us, 
in Miss Ward’s view, trom rationally 
adapting ourselves for survival. 

And what is the basis of this neces 
sary adaptation? In briet, the former 
ASSISTANT editor of the tamed London 
Economist argues that the building ot 
armed strength, while important, is not 
enough; the essential thing 1s to recap 
ture the spirit of social progress from 
its the Soviet propagan- 
dists, and restore it to its original place 


in the Western heritage—not through 


words alone, but through deeds as well 


STORES AND UNIONS, /y George G. Kirster 


fa Atid, 24f) Paes, D7. 


While union activity has generalls 
become mature and stable in many of 
the crafts and heavy industries, the 
organizing of the nation’s clerks and 


READING 


SUMMARY 


INDIVIDUAL INITIATIVE IN | A | in 
BUSINESS, ed. Georgt Howard Al tan tion that 
len. Harvard University Press, 255 olutions to WING 
pages, $3.50 kepticism 
SEARCHE FOR by Willard | upon intelligent f screntific u ito! 
M. Fox. Prentice-Hall, 362 pages, | ris Market R rR 
$s. 
ECONOMICS OF AMERICAN IN Tr} t able and comprehensive survey ot 
\f in wartime and post-war develo nt 
5 
PEEECTIVE RETAIL ADVERTIS A compact, illustrated of actical hints from con 
ING. b Irvine Settel Fairchild. preparatio pub i tte I 1 seasoned ad-man 
pag $4.75 tor tl al ei trade. 
PRACTICAL BANK CREDIT, b The second edition of an tand-b l te allow fort 
: , — Rov A. Poulke and Herbert V. Proch Increasing tance of federal deficit spending: a 
Material handled overhead saves valu- now. Prentice-Hall. 742 pages. $1 first edition. the — * lalled 
able floor space for production. 
LCONOMIC FLUCTUATIONS IN theoretu itastical ¢ end 
THE UNITED STATES, 1921 nly for the stout t t Cowles ¢ 
THE DETROIT Titan ELECTRIC HOIST 1ogt, by Lawrence R. Klein John Monograpy int way t wed to sting technique 
F monvtactured by Vilev, 174 pages, $4 
STURGIS STANDARD CODE For perhaps the fr tire. here a ma thoroughly 
DETROIT HOIST & MACHINE CO. PARLIAMENTARY PROCEDURE, | ing every aspect of procedure for assemblies, conventions, an 
8262 Morrow St., Detroit 11, Mich. by Alice | McGraw-Hill meetings meee | nin consultation with an adviso 
208 paves, 52.50 ine ng low with ractise 
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white-collar workers continues to dis- 
play the turbulence of youth. George 
Gs. Kirstein, former Executive Secre- 
tary of the War Labor Board, here pre 
sents a chronicle of this turbulence in 
respect: to retail Stores; ot interest to 
retail executives and others will be the 
author's assessment of the impact of 
unionism upon the future course of 
retail personnel policy. 

Stores and Untons has the rare dis- 
tinction ot standing squarely and im- 
in the center of a still-hot 


factual. 


partially 
unemotional report- 


ing should prove a boon to serious 


issues; ifs 
students of American trade unions. 
Excellent photographs include scenes 
of the historic Woolworth and Mont- 
gomery Ward strikes. 


THE DOLLAR SHORTAGE, Ay Charles P. 
Kindleherger. The Technology Press of MIT 
ind John Wiley & Sor 76H pages, $4. 


This is basic reading for anyone wish 
ing to decvpher the intricacies of the 
international trade. 


Period 


The subiect matter is pragmatic and 


St-War 


topical, since it reflects the actual ex- 
perience of the author, an economist 
recently with the OSS and the Depart 
Strate. 


ment of It 1S topical despite 


the current virtual disappearance of 
the dollar “gap”; this is because the 
book is primarily concerned with long- 
range tendencies, and Dr. Kindleberger 
contends that dollar shortages are na- 
tural to our foreign trade and will keep 
reappearing in the future. 

Besides a lucid explanation of just 
what causes the dollar shortage—or 
“disequilibrium of balance payments” 

the book contains cogent analyses of 
American imports and exports, the 
tariff, the effect of depressions on for- 
eign trade, and the question of Point 
Four. 


\LONG, by Wilferd 


Harmony Press, 143 pages, 33. 


ART OF GETTING 
1. Peterson. 


“Bill” Peterson is the unofficial dean 
of industrial editors. The stamp of his 
unique talent has appeared in various 
sales magazines and house-organs for 
more than twenty years; many of his 
contributions—poems, editorials, inspi- 
rational pieces—have gained national 
recognition. This collection of his best 
writings is a worthy addition to any 
business library. 
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THE 


miLWAUKEE 
ROAD 


Two high speed, Diese! powered freights pass on the main line. 


GOING PLACES! 


1512 trains every week, on the move from down deep 
in the Hoosier State west to the closest place to the 
Orient in continental U. S. A. There’s a seasoned, high 
speed steel roadway wander these trains—and on them the 
output of factories, farms and mines—America’s pro- 
ductivity on parade. 

Yes, the progressive Milwaukee Road is going places 
and is ready now to do its biggest job in the best way 
on war or home fronts. 

Milwaukee Road agents are in principal cities. Ask 
the one nearest you to bring you up to date about what's 
been put into the Railroad to give you better service. 


SHIP—TRAVEL 


TACOMA 


wOQUIAM) 
ABERDEENME 


Miles of line... . . 
: | Number of stations . 
ale Locomotive: 
} } Freight train cars 58,384 
Passenger train cars’ 1,109 
Employes..... 34,373 
X | 5 
city 


\ 
SAN FRANCISCO 


TERAE HAUTE 
— 
— om 


THE MILWAUKEE 
ROAD ROUTE OF THE 


HIAWATHAS 
CHICAGO, MILWAUKEE, ST. PAUL AND PACIFIC RAILROAD 
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HIGHEST TV ANTENNA. 1250 feet above the sidewalks of New 
York, a new 222-foot television tower was recently constructed 
atop the 102-story Empire State Building. For this highest 
structural steel ever erected by man, all steel parts had to be 
specially designed so they could be taken up through the build- 
ing —and carried by hand the last few stories. The tough steel, 
the precise fabrication of it, and the nerveless men who erected 
it, were all supplied by United States Steel. 


RUNWAYS HAVE IT ROUGH. The touch of a modern airliner on 
an airport runway is measured in many tons. But when the 
runway is made of concrete reinforced with steel, these tons of 
impact are spread over a broad area, and runways last longer. 
U.S. Sieel supplies both the cement (Universal Atlas Cement) and 
the steel reinforcement (U-S°S American Welded Wire Fabric). 


TANK BUSTER. Mobilizing her strength for the 
defense of freedom shows how true it is that 
America has a backbone of steel. Huge quan- 
tities of steel must go into the building of 
weapons like this “‘tank buster.’’ But because 
U.S. Steel is large, has constantly increased 
its steel-making capacity, it can supply steel 
for the needs of mobilization, as well as 
for essential every day uses. 


= 


AMERICAN BRIDGE COMPANY ¢ AMERICAN STEEL & WIRE COMPANY and CYCLONE FENCE DIVISION e¢ COLUMBIA STEEL COMPANY e CONSOLIDATED WESTER 


TENNESSEE COAL, IRON & RAILROAD COMPANY «+ UNION SUPPLY COMPANY 
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REFLECTING SURFACE. You never can tell 
these days where you'll run into Stainless 
Steel. In the ultramodern Wm. Alexander 
house in Encino, California, it’s used as a 
reflecting surface beside the fireplace ... 
and as a handsome inset in the coffee table 
top. Mobilization will call for lots of Stain- 
less Steel. And United States Steel will 
contribute plenty of U-S’S Stainless to 
help build America’s security. 


FACTS YOU SHOULD KNOW 
ABOUT STEEL 


In the past 50 years, the population of Amer- 


ica has doubled. But the American steel in- TIGHT AS A DRUM and made to take a beating. For in these strong, tough, 
dustry has increased its production sevenfold. leak-proof steel drums, made by U.S. Steel, everything from soft drink 
syrup to aviation gasoline is safely shipped and stored ... all over the 
world. Only steel can do so many jobs so well. 


Listen to... The Theatre Guild on the Air, presented every Sunday evening by United States Steel. 
National Broadcasting Company, coast-to-coast network. Consult your newspaper for time and station. 


...and this label is your guide to quality steel 


UNITED STATES STEEL 


‘a 
C Helping lo 


STEEL CORPORATION GERRARD STEEL STRAPPING COMPANY GUNNISON HOMES, INC. NATIONAL TUBE COMPANY WELL SUPPLY COMPANY 
UNITED STATES STEEL PRODUCTS COMPANY ¢ UNITED STATES STEEL SUPPLY COMPANY «+ UNIVERSAL ATLAS CEMENT COMPANY e VIRGINIA BRIDGE COMPANY 


Maren 


s REVIEW 2 


> 
a Se 
AY 
Pe 
STATE 
P 4 
Aig? 
‘ 
1y5! 
Fite 
E; 


Fertilizer Plant 
Baltimore, Md. 


Chemical Plant 
St. Louis, Mo. 


Synthetic Rubber Plant 


Akron, Ohio 


Throughout All Industry 


McCloskey Designs and Builds 


Complete Plants With Economy 


Your plant, regardless of its ulti- 
mite use is planned, designed and 
built for you with economy by 
McCloskey. This is possible be- 
cause over the years McCloskey 
has designed and built complete 
plants for a variety of industries— 
has developed simplified methods 
that keep down costs — reduce 
overhead—speed completion. 
McCloskey projects now under 
way range from foundries to tex- 
tile mills—fertilizer plants to syn- 
thetic rubber installations—coal 
distillation plants to food freezing 
plants — warehouses to aircraft 
plants — even churches, schools, 


gymnasiaand apartments. 

Each project is designed for 
economy of construction and fu- 
ture maintenance by McCloskey 
engineers. All materials are fur- 
nished and construction under- 
taken by us with a minimum of 
attention to details on your part. 
Even when your expansion pro- 
gram is still in the thinking stage 
McCloskey will be glad to give 
you the benefit of its experience 
in designing and building success- 
fully for others. Write today for 
further information to McCloskey 
Company of Pittsburgh, 3402 
Liberty Ave., Pittsburgh 1, Pa. 


McCloskey Company 


of Pittsburgh 


Chemical Plant 
Norfolk, Va. 


Metal Working Plant 
Pittsburgh, Pa. 


HERE 
and 
THERE 


Identification As many as four 
pictures of the same person can be 
made in 4o seconds through a new 
camera jointly developed by the Fair- 
child Camera and Instrument Cor- 
poration and the Polaroid Corporation, 
This expedites identification tor per 
sonnel of and visitors to military in 
stallations, and plants and offices with 


SCCUTITN requirements. 


Faster Reading Business men may 
considerably accelerate their reading 
speed through a 30-hour training course 
conducted at The Reading Laboratory, 
New York City. 

Numerous persons have become ac 
customed to reading slowly as a result 
of occupational demands and have per 
mitted this to set the pace for all ot 
their reading. Lawyers, for example, 
as a result of poring over legal ma 
terial, mav become accustomed to read 
ing everything in the same way. 

Slow readers, by seeing the indi- 
vidual words, may lose the basic ideas 
behind them. At The Reading Labo 
ratory persons are trained to grasp the 
unit of thought. 

The tatigue which ordinarily accom 
pamies a prolonged period ot reading 
is found to be measurably lessened 
with the trained reader. Reading like- 


Wise becomes more pleasurable. 


Vechanical means are used to accelerate reading 


Ags 

SPeea One ts the optical instrument, seen aPot 

projects slide images on screen with 

Mk Nia is used to SPec ad up the eye 


provements and to widen the vistidl spun. 
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Do you know how many separate writings 
you require to get your orders shipped and 


billed? Yes! | 


Have you investigated recently to see if writ- 
ings are being made which can be eliminated? Yes{_} No(_} 


Are orders sent in by your branch offices or 
salesmen rewritten in your office? | 


Are shipping addresses retyped on your bills 
of lading? | No 


Are these same addresses again rewritten on 
your tags and labels? | No! | 


Are your invoices written separately from 
your shipping orders? Yes| | | 


When a partial shipment is made do you write 
a new shipping order to cover items back- 


ordered? Yes! | No! 


Do you write a new set of billing copies 
covering each back order shipment?................ Yes' | 


Do you post each individual invoice to your 
accounts receivable ledger? Yes! |} No’ | 


2 
3 
4 
5 
7 
9 


Try this quiz. Learn how your 
Order-Billing System 


| Would you like us to send you folders which illustrate 
how you can eliminate all retyping, on original and 


back orders, eliminate posting to accounts receivable’?.......... 
If answer is ‘Yes’, fill in and mail to: Yes ‘a No Cl 
Ditto, Inc., 619 §. Oakley Bivd., Chicago 12, Ill. 


TRADE MARK REG, U, S. PAT. OFF, 


DITTO, Incorporated 
619 S. Oakley Bivd., Chicago 12, Ill. 
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HIGHLIGHTS 


OF THE 39TH 


ANNUAL REPOP' “°F 


THE 


Commercial Credit Company 


I he activities of Commercial Credit Company are carned 


on in three main divisions, consisting of 


Insurance Companies and Manufacturing Companies. 


‘inance Companies, 


the history of the Company. 


Consolidated operations and net income from current oper- 
ations for 1950 were larger than for any previous year in 


Consolidated Balance Sheet as of December 31, 1950 


ASSETS 
CURRENT ASSETS: 
Cash in banks and on hand 
Marketable Securities 
5. « ronment Obligations > 


Other Marketable Securities 


Less R rves 
ounts and Notes Receivabl | 
Motor and Other Retail and ““F.H $45 


Motor and Other Wholesale 


Open A ints Notes, Mortgages and 


Personal Loan Receivables 


nts and N« 
Less R for 
i | $ 26 
] 1 Accounts and Notes 
I he rves 
(ur? t Assets 
Trad Accounts and Notes Receivabl 
Manufacturing Companies $ 
Premiums Receivable Insurance 
pames 
(laims against U.S. and Canadian 
{fs,overnments Paxes, ets 
Inve? Manufacturing 
‘ pa 3 
] Asse 
FINED ANDOTHER ASSETS: 
Land, Building ind Equipment 
Manufacturing Companies 
Company Cars ised by Representatives 1 
Cash Surrender Value Life Insurance 
Repossessions —at depreciated values 
DEFERRED CHARGES 
Prepaid Interest and Di int $ 1 


Prepaid Insurance and Expenses 


> 4.5 
] 69 
Leow 
607.20 63,642,905.02 
1 (4) 
042.417 81 
4 oo 
076 636.653 
14,980 23 
84,163.10 
6.59 
st 44 847 580.54 
6.51 ‘ 
119.19 
64.064.72 16.502,284.81 
t $44.20 
14 


261.993.50 8,282,845.51 


BOS 29 


S44 ib 2,712,152.85 


$798,861 ,.622 58 


LIABILITIES, CAPITAL AND SURPLUS 


CURRENT LIABILITIES: 
Notes Payable— Unsecured Short Term 
Accounts Payable 


Credit Balances of Manufacturing and 


Selling Agents $ 13, 
Sundry 8, 


Due Customers only when Receivables 
are collected 7 
Accrued Income and Excess Profits Taxes 
Accrued Other Taxes 

Customers’ Loss Reserves 


Total Current Liabilities 


UNEARNED PREMILMS— 
“INSURANCE COMPANIES” 


RESERVES FOR: 


Losses and Loss Expense 


“Insurance Companies” $ 4, 


Fluctuations in Security Values 


Canadian Exchange Fluctuations 


LNSECL RED NOTES: 


Notes, 2',°) due serially — 1953-1957 $ 41, 
50,000 ,000.00 


Note, 3°) due 1963 


SL BORDINATED UNSECURED NOTES: 


Notes, 3°, due 1957 § 25, 
25,000 000.00 


Notes, 3.95°) due 1964 


MINORITY INTEREST 
IN SUBSIDIARIES 


CAPITAL STOCK AND SURPLLS: 
Common Stock — $10 par value: 
Authorized — 3,000,000 shares 
Issued and Outstanding— 2,278,812 full 
shares and 161 shares of fractional scrip $ 22 
Capital Surplus 38 


Earned Surplus 


543,138.34 


55, 


$432,848,500.00 


611,102.02 
787,364.71 


29,941,605.07 
23,057,185.81 
2,602,180.84 
16,928,122.16 
$505 377,593.88 


30,117,051.83 


069,468.73 
886,442.54 


587,127.01 5,543,038.28 


500,000.00 
91,500,000.00 


009,000.00 
50,000,000.00 


35,898.95 


.789,730.00 


042,919 93 
455,389.71 116,288,039.64 


$798 861,622.58 


A Few Facts. as of December 31, 1950 and 1949 


CONSOLIDATED OPERATIONS 1950 1949 NET INCOME 1950 1949 
Gross Finance Receivabl Acquired $2,040, 055.860 $1,971,773,386 Finance mpanies $10,925,044 $9,157,253 
Gross Insurance Premiums, Prior to Reimsuranes 9.502 9,135,004 Insurance Companies 5.397 361 5,486,049 
Net Sales of Manufacturing Companies 84.992 185 16,106,064 Manufacturing Companies 3,531,106 3,127,415 
Gross Incorn 106,138, 580 93,303,381 Net Income from Curre nt Ope rations $19,853,511 $17,770,717 
Net Income from Current Operations In fore — 

I I 41.02 19 Ne t Im ome per shure on n Sto k * $8.64 $9.16 
United States and Canadian Income Taxes 19. 869.293 13,035 003 Net Income per share on present capitalization of 
United States Federal Excess Profits Tax 1.300. 000 | 2.278.973 shares of Common Stock outstanding — 
Federal Taxes on Income ~— per share’ 9.28 7.07 | no allowance for dividends on Preferred Stock 8 7.79 
Salaries W age s, Commussions 43.059.111 {9.594 Book Value per share Common Stock* 51.02 45.00 
*On shares outstanding at end of each year 
(COMMERCIAL CREDIT COMPANY AND SUBSIDIARIES — BALTIMORE 2, MARYLAND 
More than 300 Offices in Principal Cities of the United States and Canada 
Dun’s REVIEW 4 MaRCH + I95I1 
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The average reading speed of a liter- 
ate adult has been found to be between 


200 and 300 words per minute for gen- 
eral material and 200 words for a mix- 
ture of facts and figures. After training, 
the average person has more than 
doubled their speed of reading. Some 
have made gains of only 50 per cent, 
while others have made 500 per cent 
gains. In the case of every student 
there has been a measurable increase 
in comprehension. 

Reading habits have been studied 
for many years, but until recently ef- 
torts were confined to remedial work. 
This was concerned principally with 
children and with students’ activities. 
Now, good reading techniques are 
being applied to normal adult readers 
such as business men. 

The Reading Laboratory is prepared 
to conduct group programs for com- 
panies upon their premises as well as 


to teach individuals. 


Cutting Oil Preservative—Kan- 
cidity and corrosiveness in soluble-type 
cutting oils and coolants are substan- 
tially reduced through the use of a new 
preservative marketed by the West 
Disinfecting Company, Long Island 
City, N. Y. 

Made of synthetics, the “West Cut- 
ting Oil Additive” inhibits the growth 
of bacteria, eliminating foul odors and 
permitting the oil to be used until it 
is “worn out.” The product is odor- 
less and a non-irritant. 

The larger part of cutting oils and 
coolants are of the soluble type. Con- 
taining a high percentage of water, 
such oils are subject to bacterial con- 
centration. Multiplication of bacteria 
affects the sulphur compounds em- 
ploved, resulting in an undesirable 
odor. It likewise brings an increase in 
acidity, with the oil becoming more 
corrosive and thus inclined to rust 
equipment. 

Use of the preservative solves the 
problem which may otherwise arise 
where municipal sanitary codes regu- 
late the disposal of spent cutting oils 
in public sewers or streams. 


Records may be protected against 
possible bombing attack by being de- 
posited at less susceptible inland points 
under a new “live” storage plan. 

Commercial Archives, New 


[>t 


The secret for 


better photocopies? 


use Kodagraph Contact 
Paper in your present 
= machine 


Do this—and observe the Spare paper developed for use in all ty pes 
kling results... photocopies that of contact photocopy machines— has 
are crisper, cleaner, easier to read, wide latitude and amazing uniform 
Really something to see! itv—from sheet to sheet, package to 
; package. A completely new product 


Furthermore, Kodagraph Contact . 
—new base, new emulsion —that 


> one 
Paper takes the guesswork out of makes it easy to get better photo- 


office photocopying, Your operator copies. 
can forget about trial-and-error test- 
ees split-second uming ... can You'll find all this out the first time 


give you sparkling reproductions you try Kodagraph Contact Paper. 
time after time. It will pay you to specity it on your 


That’s because this new Kodak next order. 


[Xodagraph Gonmtact Paper 


‘THE BIG NEW PLUS’’ IN THE OFFICE COPY FIELD 


EASTMAN KODAK COMPANY 
Industrial Photographic Division 
y Rochester 4, N. Y. 4 


Mail coupon for 
free booklet 


Gentlemen: Please send me a copy of “Modern Drawing and Document Kepro- 
duction” ... your new booklet giving full details on hodagraph Contact Paper. 
Name — Department 


Street 


City TRADE-MARK 


Zone State 
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York City, will find out where clients 
want their records stored. It then will 
arrange suitable accommodations 1n 
transfer files in buildings which have 


the lowest possible fire insurance rates. 
Valuable documents may be placed 
in such storage, to be called on by 


management whenever necessary. Per- 


sonnel will be provided to give quick, 
full-time service. | 


To insure against inability to collect 


WHY IS IT THAT SOME 
OFFICES ARE QUIETER 


Lsually, because Kil- | 
K latter pads are absorb- 


ne the shock and dead- 


accounts or prove tax liability after a 


disaster, Commercial Archives will 


keep a chronological tile based on fre- 
ceipt of such items as accounts receiv- 


able. 


Microfilm will be accepted for de- 


posit and enlargements Irom the films 
| 


will be sent 11 Inspection 1S requires 


Likewise a photo duplicate will be 
| 


made of anv record required tor in 


spection unless the original is requested. 


In WYOMING 
tall adds up... 


% and you can pocket more of the 


profits 


or corporate income tax! 


i yoming has NO pe rsonal 


Write today for your copy of 
“RB yoming, Frontier of Industry”, 


timely and informative 


Howard Sharp, Secretary Manager, 
Wyoming Commerce & Industry Commission, 
Room $46, State Capitol Building, 


4 ening the noise of typing. | In such case the duplicate will be in 
<i f | serted into the file until the original 
You. too, ean have'a 
‘ is returned. Contidential records may 
bf quiet ofhee by placing | be shipped in locked containers. 
Kil-Klatter pads under (Chents will he assisted in the impor 
‘ fant feature ot selecting those records 
tvpewrifers, and other 1] 
which should be stored. 
office machines. 
Insulation—.A plastic insulating ma 
i ~terial with good electrical properties 
which will not support combustion and 
will not drip when molten, is offered 
to the wire and cable and electrical in- 
dustries by the DuPont Company. 
This is known as “Rulan.” 
Dry Chemical Fire Engine—For 
hehting inflammable liquid and elec- 
.. | trical tvpe industrial fires, American- 
e Made from genuine long-life 
La France-Foamite Corporation, 
; OZITE felt. mira, N. Y., has produced the “Alfco 
Dry Chemical Wheeled Portable 
° Dent-proof and skid-proof. 


hit other office ma- 


many 


hines. too. 


$1.25 


At your stationer or office supply dealer 


AMERICAN HAIR and FELT CO. 


Dept. D113, Me‘chandise Mart 
Chicago 54, Ill. 


LATTER 


THE SCIENTIFIC TYPEWRITER PAD 


KIL- 


ngine.” The largest unit of its kind 
available, this can be easily handled 
by two men. The engine’s tank holds 
250 pounds of dry chemical. 

Blistering hot fires of considerable 
proportions, which at first appear too 
large to he controlled, are reported to 
be quickly extinguished by the cloud 
Added to the force 


of dry chemical. 
oft 
pull of the dry chemical which 1s 


he discharge is the normal gravity 


heavier than air. This resists the up- 


draft of the air currents created by the | 


flames. Thus there is a concentration 


of the spray at the seat of the fire. 
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Cheyenne, Wyoming. 


For Employee Goodwill 
and Cooperation 


Safety and Service Award Em- 
blems help build better employee 
relations needed in the current 
competitive era. 

Metal Arts emblems are of finest 
quality and attractively priced. Let 
us suggest a distinctive design for 
your company. 

Also Identification Badges, 
Plaques, Athletic Medals, Trophies, 
etc. Write for information. 


METAL ARTS CO., Inc. 


Dept. 45, Rochester, N. Y. 
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What's it costing you to handle materials to and from 
production or assembly lines, in and out of storage, 
or loading and unloading trucks at the dock? 


Investigate the savings other industrial plants like 


yours are now showing by handling their materials in 
unit loads by USP PALLETAINERS. 

Strong and sturdy, of #2 welded steel wire on 2” 
mesh, securely mounted on steel legs (design patented) 
for 4-way lift truck entry, one USP PALLETAINER 
will save the carrying load of many men. They handle 


easily, for rapid transport and loading, stack securely, 


save storage space, give full load visibility. They are 


the new standard of modern materials handling. 


Be sure you specify the original USP PALLETAINERS 


for long life of economical, heavy duty service. 


Empty USP PALLETAINERS 
fold flat for space savings 
and low return rates. 


3500 pound unit loads of forgings are 
handled quickly, economically in USP 


PALLETAINERS. Ask the USP Material 
Handling Engineers for case histories 
applicable to your handling problems. f 


2 
V4 


co 
= 
‘UNION STEEL 


PRODUCTS CO. 


Materials Handling Division © ALBION, MICHIGAN 
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OW you can have your payroll records 
prepared at lower cost than is humanly 
possible by the most competent office staff. 


That’s because specially designed alpha- 
betic and numeric machines now turn out 
repetitious payroll record work at a phe- 
nomenal rate. 


Further, you are charged only for the time 
these ingenious machines are turning out 
your work. 


You can rest assured that your payroll 
registers and complicated payroll data will 
be completed on time. You know the rec- 
ords are accurate, too, because they fre 
double-checked to bank standards. 


Recording and Statistical Corporation 


Boston 


Chicago 
Montreal 
100 Sixth Avenue 


LET US PROVE HOW YOU CAN 


LOWER PAYROLL 


PRODUCTION 


COSTS 


... by having payroll records 
prepared the modern, efficient way! 


Why not find out how modern payroll ser- 
vice can fit into your overall operations... 
relieve you of many payroll problems and 
save money ? 


Send for this 
FREE 


informative 
brochure now! 


OTHER TABULATION SERVICES: Let us 
tabulate your sales, orders, prices, costs, in- 
ventories, vouchers, special reports and other 
statistics—just as we have been doing for 
many of America’s leading firms for half a 
century. 


Detroit 


New York 13, 


Toronto 


N. Y. 


When Francis Springer, 
one of our Eastern repre- 
sentatives, first saw how 
they were stamping out top- quality em- 
blems and medals from strip metal at 
the Irons and Russell plant in Provi- 
dence, Rhode Island, he was sure 
MULTIPRESS could do it a lot faster. 
But even Springer was in for a pleasant 
surprise when Irons and Russell put in 
new Multipress equipment. Reports soon 
came back that production had jumped 


A Stamp Act That Cuts Costs 


PROFITS TAX 


(Continued from page 20) 


tory and is based on the principle that 
assets which produce fully or partially 
tax exempt income should not be part 
of the invested capital on which a credit 
is allowed. 

Thus, the excess profits tax bill will 
be increased by holding or acquiring 
(1) stock in corporations, except stock 
in a foreign personal holding company 
and stock which is not a capital asset, 
or (2) State and municipal bonds and 
Federal partially and fully tax exempt 
obligations. 

The income credit is the main alter 
to the capital credit. The bas 
It is set at 85 per 


native 
Vears are 1940-1949. 
cent of average base period income plus 
an allowance for capital additions. 
There are seven possible ways of get- 
All 


companies which existed at the begin 


ting average base period income. 
ning of the base period may use an 
the best three out of the 
four base years. All deficit vears are 


average ot 


taken at zero. 


Companies which meet “growth” 


qualifications may be able to use the 
average of 1948 and 1g4g earnings, or 
the 1949 earnings alone, or 50 per cent 
of 1949 earnings plus 4o per cent of 
1950 earnings, or half of 1948 and halt 
of 1950 earnings. 

If it has added sufficiently to its ca- 
pacity during the last 36 months of the 
base period, it can get its average earn 
ings by applying the average rate ot 
return for its industry to its total assets 
on the last day of the base period. 

Whenever new products or services 


to three times the old rate! 
account for more than 40 per cent 

And that wasn't all. It was quickly ; 4° | ps 

found that the stamped images were a companys gross or 33 per cent of its 


much cleaner and sharper in detail. Oil- 
smooth accuracy and pressure control 

-plus a special vibratory action avail- 
able only on Multipress — brought bet- 
ter results, and cut costs in many ways. 


Gains like these are being made with 
Multipress on many jobs in the jewelry 


it can use the industry rate of re- 
New com- 


net, 
turn against its total assets. 
panies can also use this method. 

A company in a depressed industry 


can apply So per cent of the industry's 


held’, commented Mr. Springer. “In average rate of return for 1936-1948 to 
act, that goes for almost any kind of the average of its total assets during 
production where hydraulic power can o 
be put to work.” If you want to | 1946-1949. An industry is depressed 
be sure your own production men when its rate of return on its assets 
have the facts on 
Multipress, have your for three years during 1946-1949 is less 


secretary request a free 
copy of our bulletin, 
“Multipress—and how 
YOU can use it.” You 
won't be obligated in 
any way. The Denison 
Engineering Co., 1160- 
1212 Dublin Road, 
Columbus 16, Ohio. 


DENISON 
drOllicaza 


than 63 per cent of the rate of return 
for the period 1938-1948. 

A company which has had bad years 
during 1946-1949 due to economic cir 
cumstances unusual to the company, 


may also apply its industry rate of re- 


MaRCH 
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You see GATX tank cars every- 
where—hundreds of specialized 
kinds—carrying chemicals, 
petroleum products, edible oils, 
fish oils, molasses and innumer- 
able other bulk liquids to and 


. ATX from every state in the Union. 
“a Yet none of the 


more than 42,000 


4 ank Cars 1n the 
GATX fleet 1s ever 


more than a few 

hours away from 

one of General American's com- 
pletely equipped maintenance 
shops. Thus General American 
—builder, operator, lessor of 

tank cars—keeps the nation’s 

bulk liquids rolling swiftly, 

“ safely and economically to their 

destinations. 


DISTRICT OFFICES: 
Buffalo e Cleveland Dallas Houston Los Angeles 
New Orleans ¢ New York ¢ Pittsburgh e St. Louis e San Francisco 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
10 East 49th Street, New York 17, New York 135 South LaSalle Street « Chicago 90, Illinois 
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lf You Use 

or Sell Over 
1000 Tons of 
Coiled Strip 

per Year— 


doing your own slitting may be a big 
convenience, and very likely also 
ug economy. 


Investigate! First determine how much 
of your present strip cost represents 
slitting cost, and how much a Yoder 
slitting line would cost. You may find 
it will pay for itself in a year or two 
possibly in much less time. 
Consider other advantages: Reduction 
in inventories of coils and slit strands 
by as much as 60 to 70°7; ability 
within a few hours to produce slit 
strands of any desired widths, trom 
a relatively small stock of convenient 
coil sizes; production planning made 
simpler, easier; no long watts tor 
deliveries; greater accuracy; no dam- 
aged edges; reduced freight and haul- 
ing cost; less bookkeeping. 
Yoder slitters often pay tor themselves 
operating only three or tour days 
per month, 
Send for 76-page illustrated book, 
containing time studies of slitter oper- 
ation, production, cost, and other 
practical information. 


THE YODER COMPANY 


5531 Walworth Avenue, Cleveland 2, Ohio 


COLD FORMING 


SLITTING AND 


TUBE MILL MACHINERY 


turn to its total assets. If it had.one 
such bad year, after eliminating its 
poorest year, it gets a substitute figure 
for that year. If it had more than one 
bad year, it gets a substitute figure for 
the entire base period. 

The Senate Finance Committee re- 
port states that interruptions due to 
fire, strike, food, and depression due to 
price wars, are examples of abnor- 
malities. In general, such abnormali- 
ties were provided for in the World 
War II excess profits tax, but the new 
law sets more specitic tests in determin- 
ing the alternate credit allowed. 

All of these alternates are for the 
purpose of getting the company’s aver- 
age earnings for the base period. All 
of them are cut back by 85 per cent. 
Then 12 per cent of all capital addi- 
tions for 1945 and of half of the capital 
additions for 1949 are added it the com- 
pany uses the best three out of four 
vears or the alternative for temporary 
economic circumstances. In all other 
cases there is no credit for capital addi- 
tions during the base period. 

On both the capital and income basis, 
the credit is to be increased by 12 per 
cent of capital addition made since the 
beginning of the first excess profits 


“year. The credit 1S also to be reduced 


by 12 per cent of capital reductions. 

Capital additions include roo per cent 
of new equity capital and retained 
earnings and 75 per cent of borrowed 
capital. A company may get capital 
reduction from scaling down its equity 
and borrowed capital, making divi- 
dend distributions, and acquiring in- 


admissible assets. 
Possible Reliefs 


Much of the relief 
based on industry statistics which the 


availahle is 


Treasury must publish. 

Because this relief is largely auto- 
matic and because those claiming relief 
will be able to defer payment of a por- 
tion of the tax, it may be important to 
budgeting and financial planning to 
estimate the relief available as early 
as possible. 

The authors, in collaboration with 
Dr. Julius Hirsch, have estimated the 
statistics on Which relief will be based 
for each industry. Because full data 
is not yet available, these figures will 
not be exactly the same as the Treasury 


will publish later on, but a good work 
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SILENT SALESMEN THAT 
YOU 


Ad 


EXECUT VE LINE 


The Executive 
Desk Pal 
No. 300 

Lustrous Woal- 

nut Bakelite, with two deep 

wells, scads of 3x5 memo paper. 

Blank sample — $1.50 pstpd. 

Reminds of You and Your Products 
Every Hour of the Day 

Your firm name, slogan or trademark on an 

Executive Line Advertising Specialty not 

only makes a distinctive, practical gift for 

your customers and business prospects, but 
builds good will and acts as a constant re- 
minder of your organization. 

The Executive Line is distinguished be- 
cause each and every item is 
carefully designed to be extra 
valvable, extra useful and to 
render a lifetime of use. 

BiLL CLIPS © LETTER OPENERS 
TAPE MEASURES © STEEL RULERS 
NOVEL PAPERWEIGHTS © KNIVES 

CALENDARS © LIGHTERS 

PLASTIC FOLDING 6-FOOT RULERS 
AND YARDSTICKS © PEN SETS 

The EXECUTIVE LINE products 

ore available from most good 

Advertising Specialty firms or 

mail coupon TODAY, attached to 

your letterhead, 


Triple Threat __ 
Letter Opener 
110 


No. 2 
Stainless Steel © 
Handie— folding 


8’ ruler, a mm. 
measure and a 
Back, 
ao decimal! equiv 
alent table and 
reduction. scale 
Biank sample — 
$2.09 postpaid. 


Pocket Slide 
Caliper No. 1045 
Multiple use tool, 
18-8 Stainless 
Steel. Etched 
calibrations in 
inches and metric > 
system and dec:- 
mal equivalent 
table. Genuine 
leather case 
Blank sample — 
$2 postpaid. 


Executive 
Ruler Knife 


All stee!—lifetime 
construction. High tem- 
per carbon cutlery with 2 
full mirror polished blodes. Wa- 
ail fer thin, lightweight. Three scales 
Blank sample — $2.00 postpaid. 


The EXECUTIVE LINE, 136 W. 54 St., New York 19, N.Y 
Send free catalog and price am enclosing 
' $ for following blank samples (checked) 
No. 300 No.1!102[] No. No. 
Name 
Firm’s Name 
| Address 

City Zone State 
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DEPARTMENT STORE 


Jordan Marsh Company, Boston, Mass. This 
famous store is making a Westinghouse bal- 
anced vertical transportation system the key- 
note of its modernization and expansion pro- 
gram. This system includes Electric Stairways, 
passenger and freight elevators. 


row 


SKYSCRAPER 


525 Wm. Penn Place Corp. Building, 
Pittsburgh, Pa. This new, 39-story 
building will get the best in elevator 
service from its 21 Selectomatic Ele- 
vators. Selectomatic is the unique 
Westinghouse elevator control that 
produces ‘‘no-wait’’ service. The 
building will be jointly occupied by 
the Mellon National Bank and U. S. 
Steel Corporation. 


you CAN BE SURE...1F ITS 
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HOSIPITAL 


St. Joseph’s Hospital, San Francisco, Cal. 
Everyone at this hospital gets quick, efficient 
service from Westinghouse Hospital Elevators. 
The broad experience of Westinghouse quali- 
fies it to solve any vertical transportation 
problem, large or small. 


| 
THERE’S A 
NEW STANDARD IN 
VERTICAL TRANSPORTATION 


For years, Westinghouse engineering developments 
have stimulated the vertical transportation indus- 
try to strive for ever higher standards of quality 


and efficiency. In every phase of vertical transpor- 
tation—equipment, maintenance, and service— 
Westinghouse has been the vanguard for progress. 

So, whatever your traffic problems may be— 
there’s a Westinghouse Integrated Vertical Trans- 
portation System to solve them completely. Look 
ahead with the leader. 


For complete information write Westinghouse ae 
Electric Corp., Elevator Division, Dept. W, oa 
Jersey City, N. J. ek 


PASSENGER ELEVATORS * ELECTRIC STAIRWAYS © FREIGHT ELEVATORS * MAINTENANCE AND SERVICE 


J-98602 
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COMES 
TO THE 
CROSSROADS 
OF THE EAST 


S. rEFL—mighty sinew of industry—is going to be made in ever increasing 
volume in New Jersey . . . at the Crossroads of the East. 


Plans have been announced by two of the country’s largest steel companies— 
U. S. Steel and National—that they will construct integrated steel mills in the 
Delaware River Valley. Construction starts this year for one plant in New Jersey, 
south of Camden, as well as for the other plant at Morrisville, Pa., Just across the 
Delaware River trom New Jersey. 

The news of the construction of these major steel-making plants is welcomed 
not only by all industry along the Atlantic Seaboard, but also by industrial leaders 
who are considering the location of a factory at the Crossroads of the East. 
Basically, this means that steel will be available via short truc king distance to all 
industrics Operating in New Jersey. 


Look at the advantages industry gets at the Crossroads of the East . . . skilled 
labor, top-flight transportation, major markets, unexcelled research facilities, plenty 
of low cost electricity and gas... and steel... and you'll see why industry 


prefers New Jersey. 
FOR YOU .... Send for your copy of the digested brochure 
about New Jersey, ‘The Crossroads of the East’’. 
Box A, 
Public Service Electric and Gas Company, 
78 Park Place, Newark, N. J. 


CROSSROADS Le 


PUBLIC SERVICE 
ELECTRIC AND GAS COMPANY 
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ing estimate can be made of the reliet 
available to a specific company. 


The development of new products 
and the launching of new companies 
will hang very heavily on the adequacy 
of the rate of return allowed on assets 
before the excess profits tax strikes. As 
a matter of company policy, it will re- 
duce taxes for companies using an in- 
dustry rate of return to go in hock to 


build up assets. The exemption is the 
industry rate of return on total assets 
not reduced by liabilities. 


Smaller Break-Down 


As a matter of public policy, it may 


be essential to break industries down 


into smaller sub-groups if the entire 


development of new enterprises is not 


to be distorted. Take, for example, 


categories such as printing and publish- 


ing, auto dealers and gas stations, or 


the vast range of activities which fall 
into the chemical industry. There are 
within these groups the widest differ- 


ences in investment, risk, turnover. 


and in established and properly ex- 
pected rate of returns. For example, 


in 1947 auto dealers showed a 34.3 per 


cent rate of return while gas station 
operators showed a 14.6 per cent rate 


of return. To combine these groups 
may make it prohibitive to risk build- 
ing a new company in the low capital, 
more risk line which has a higher 
established rate of return. 

At the same time the high capital, 
lower risk line gets a free ride on the 
expenses of established enterprises in 
the low capital, high risk business with 
which it is grouped. Certainly, this 
rate of return type of relief has the 
virtue of simplicity and definiteness. 
The price mav be too high. in equity 
and in rigidity. | 

If this approach 1s to work at all, the 
industry groups now contemplated will 
have to be refined and broken down 
so that new and expanding companies 
will be able to get a rate of return 
which conforms more precisely to that 
enjoyed by their established competi- 
tors and to that required by the interest 
investment, risk, and turnover factors. 

There will be few major transactions 
and few policies which will not need 
a fresh review under the impact of the 
excess profits tax. Even a quick look 
at this new tax law tells us to stop, look, 


and study. It is not yet possible, even 


allt 
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with World War II experience, to be 
sure of the pitfalls and implications 
which may lurk in this statute. 

One thing to do is to pull up short 
in disputes with the Bureau of Internal 
Revenue about 1946-1949 income. You 
may willingly agree to let the Bureau 
toss out deductions it does not like. 

There have been court decisions 
which have the effect of increasing tax 
liability for some of the years 1946-1949. 
Check the effect on your credit, remem- 
bering that not all items are treated 
alike for both the base period credit 
and the income tax for that period. 

Yesterday’s business decisions must 
be reconsidered and new moves halted 
until risks, costs, and penalties are mea- 
sured. Such things. to be measured 
include: buying securities; debt retire- 
ment; retiring stockholders by paving 
them off; selling a product line; any 
split-off, split-up, or spin-off; changing 
accounting years; dividend declara- 
tions; buying an open account; and 
security exchanges, reorganizations, re- 
capitalizations, liquidations, mergers. 
or consolidations. 

Any of these moves can cut the credit 
or otherwise raise the tax. Buving 
another business, obtaining new capi- 
tal, or acquiring additional assets can 
raise the credit to a greater or lesser 
degree, depending on how it’s handled. 
Each of these questions will require 
long and extensive study. Perhaps the 
most helpful thing that can be done 
now is to set down some bench-marks. 


To-day’s Financial Policy 


Retaining earnings for 60 days be- 
vond the end of a taxable vear will in- 
crease the invested capital credit for 
the next year. Thus a company may 
get a 3.6 per cent vield in tax savings 
arising out of retained earnings. 

In formulating a capital structure 
and acquiring additional funds, the 
equation between equity and debt has 
been changed. New stock will increase 
both the average earnings and the in- 
vested capital credit by 12 per cent of 
the money paid in. Here again the 
tax saving is 40 per cent of this and, 
if the company has already had earn- 
ings subject to excess profits tax, the 
new money gives a 3.6 per cent yield 
in tax savings before it goes into pro- 
duction in earning additional income. 

Properly secured borrowings are in- 


machine _ 
to simplify | 


It's ideal for ‘‘desk-side’’ copying ... 
needs no inks, stencils, trays, plumb- 
ing, exhausts or special room lighting. 


Uses BW Diazo process, long employed by in- 
dustry, to make exact low-cost positive copies. 
First machine specifically designed to use this quick, 
clean, easy process anywhere in your office. 


& In seconds, the BW Copyflex gives 
you an exact, smudgeproof copy of 


anything typed, written or drawn. 


> It’s far cheaper and faster than 
ordinary methods for obtaining 1 to 
100 copies. Copies 812” x 11” in size 
average less than 2¢ for all costs. 


¥ Locate it anywhere in your office— 
it requires no installation. You, your 


secretary, or anyone else can operate 


it easily, without special training. 


Copying is so simple! If your 


| letter, record, or document to be 


copied is on ordinary translucent 
paper, you simply insert it into the 


machine with BW Copyflex paper. 


Within seconds you receive a crisp, 
errorproof, smudgeproof copy — flat, 
dry, and ready for immediate use. The 
100th copy is as sharp as the first. 

If your original material is marked 
on both sides, or is on Opaque paper, 
the machine quickly makes a copy on 
BW reflex film—which is then used 
to make as many regular copies as 
you want. 

BW Copyflex is the fastest, most 
economical way to make 1 to 100 
copies of reports, records, orders, in- 
voices—on letterhead, printed form or 
graph paper. It reduces paper work a 
hundred ways, saves time and cuts 
costs. See how BW Copyflex can help 


you ... send the coupon today. 


Specialists in copying since 1897. 


~ ~ CHARLES BRUNING COMPANY, INC. 


| Dept. N-31 100 Reade Street New York 13, N. Y. | 
| Please send me your booklet, “New the BW Copyflex.” | 
Copyright 195) | 
Charles Bruning Co., Inc. City. State 
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cluded in invested capital to the extent 
of 75 per cent of their tace value, and 
that portion of interest payments may 
not be deducted for excess profits pur- 


poses. Similarly, 75 per cent of new 
borrowings are capital additions to 


both invested capital and average earn- 


BRAZIL Both credits arc increased by 12 per 


cent of this amount for the portion of 
the year in which the new borrowings 
are outstanding. Thus a 4 per cent 
debenture ot $10,000 will protect $100 
of interest and $goo0 of general earnings 
from the excess profits tax. 


Interest Costs Offset 


The cost of borrowing is reduced, in 
tact made profitable. In this case, there 
1S LTOSS Interest cost of $400. Atter a 
normal tax of 47 per cent, it’s only 
$213. Then, $100 is deductible against 
per cent excess profits rate and a 
In Brazil and elsewhere throughout ~ credit of Sgoo is also available against 


Central and South America, . the 30 per cent rate. The net effect 


the Royal Bank is well-prepared 4 fully offsets the interest cost and _ still 
in experience, facilities and per- saves a further $88 from tax. 

F corporation 11) the 77> per cent 
bracket, 4 per cent interest shows 
banking transactions, | 
percent pront; per cent interest shows 
Established in Rio de Janeiro ; 1.33 per cent profit; and 2 per cent in- 


for over 'thirty years, the Royal terest shows 1.59 per cent profit. At 
Bank knows Brazil. Its branches ey 6 per cent the net interest cost is .12 
per cent. 


in Rio de Janeiro, Santos, Sao 
Compare the annual cost of S1ro.o00 
Paulo and Pernambuco (Recife), | , 
of 6 per cent preferred stock with the 
are staffed by men who know on : 
- cost of STO.000 of 6 per cent bonds. 


the language and local ways of see The nct co of the bonds is about Sz. 


doing business. They offer practi- Including taxes, annual net cost of the 
cal help to United States banks | preferred stock is $1,043.46. A review 


and business firms interested of all financial structures 1s urgent. 


. . . 4 rr | hy “thy > \ 
in this area. Enquiries are invited. Borrowed capital must be —_ cl 
used in the business. Recently, the tax 


court denied the borrow ed capital 


T ( recdit ot borrowe money used to Carry 
. insurance on the lives of othcer stock- 

holders (Emaloid, I4 140). There 

RO A L are many other cases on what constl- 


tutes active use, and we will probably 
BA a] K have a good many more. With a more 
generous credit, the Treasury will be 


OF CANADA even more vigilant to make sure that 


borrowed money 1S used In an effort 
HEAD OFFICE — MONTREAL | to produce more income against the 
New York Agency, 68 William St., N. ¥. 5 : increased credit. 


International banking through more than 750 \W] witl 

; lere a new company, or one wilh 
branches in Canada, the West Indies, Central and 
South America: New York, Londen and Paris. Corre. a new pre duct or abnormalities in the 


spondents the world over. base period, qualihes to use the industr\ 
Assets exceed $2,497,000,000 rate of return on total assets. an entirels 


ditferent equation may operate. Since 
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BUSINESS IN MOTION 


For many years Revere has been saying that 
“Copper is the metal of invention.” Its numerous 
qualities, such as high electrical and heat conduc- 
tivity, resistance to corrosion, easy fabrication 
into even the most complicated shapes, formability 
by hand with simple tools, make it attractive to 
designers and inventors, as well as to manufac- 
turers. Now We would like to add that ‘Copper is 
the metal of science,” because it is so essential to 
the operation of the most modern scientific devices. 

Take the case of a cyclotron being built by a 
great Western university for special studies of the 
atom. The construction of this 
machine offers an unusual ex- 
ample of the use of copper not 
only in invention and science, but 
also education. An essential part 
of the project was the utilization 
of the university's own personnel, 
so far as possible, not only in de- 
sign, but in construction and as- 
sembly. A large group of. staff 
members, engineers, research as- 
sistants, electronic technicians, 
and machinists was formed. In- 
cluded among the personnel were 
graduates and graduate students in physics. 

The first major undertaking of the cyclotron 
group was the winding of the seven miles of Cop- 
per Bus Bar, supplied by Revere in soft temper, 
free from scale, rounded edges, to form the great 
coils for the electromagnet. The necessary winding 
machine for this work was built in the university 
shops, largely of surplus materials. It took four 
months to complete the coils and test each silver- 
brazed joint. Another important part of the cyclo- 
tron was shaped in the shop out of copper sheet, 
4.000 pounds of it; the work on this is a story in 
itself. The heaviest part naturally is the special 
alloy steel core, weighing about 200 tons, forged 
in six pieces. Pole faces were machined parallel to 


a tolerance of 2)2 thousandths of an inch, an excel- 
lent record on a piece of steel of such a large diam- 
eter (over five feet) as is required for the instru- 
ment. It is calculated that the magnetic force of 
attraction between the two poles will reach 160 
tons when the current is flowing through the cop- 
per coils. We have spoken of copper’s high electri- 
cal conductivity; another way to express it is that 
copper has low electrical resistance. The total re- 
sistance of the seven miles of Revere Copper in 
the coils is only one ohm, or less than a hundredth 
of the resistance of the glowing tungsten wire in a 
100-watt light bulb. Tungsten has 
high resistance, which is why it 
becomes white hot; copper has 
low resistance or high conductiv- 
itv, so that it can carry large 
amounts of power with minimum 
loss, little heating. 

Eventually this cyclotron will 
add to man’s knowledge of the 
atom. In the meantime, it has 
been a project of high educational 
value, and also an economical 
one; use of the university's own 
personnel and facilities cut the 
cost approximately in half. Revere is glad that it 
was asked to meet the high specifications drawn 
up for the copper, but it should also be recognized 
that many other firms supplied materials, such as 
the steel company, the makers of insulating paper 
and plastics, of cement, motor generators, electron 
tubes, and so on. Demands such as these for high 
quality demonstrate that American industry can 
meet challenges. So Revere suggests that the more 
complex and severe your requirements, no matter 
what the end product is to be, the more advisable 
it is for you to draw upon the knowledge and ex- 
perience of suppliers. They can help not only on 
something as simple as a shoe, but on complicated 
machines, like an airplane—or an atom-smasher. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Pau! Revere in 1801 YEAR Op 
ce 
Executive Offices: yo AMERICA 


230 Park Avenue, New York 17, N. Y. 


SEE “MEET THE PRESS’’ ON NBC TELEVISION EVERY SUNDAY 
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its credit is a percentage of total asscts, 
and liabilities are ignored, it may be- 


come especially attractive for such a 


| for trucks or freight cars with 


Wageoa Magnesium Dockboards 


company to go in hock to increase its 
& 


assels. 


Inventory and Expansion 


Other decisions will be affected by 


Rounded Safety Curbs 


ail eee the change in relationship between risk 


and return, and we will have to search 


for ways to make essential commit- 
ments workable. Entering a new period 
of armament underpins the price level 
low Curb Height “ie 


Gives Maximum 


and, price control notwithstanding, al 
most guarantees some level of intlation 
A shitt to LIFO protected paper in 
ventory profits from excess profits LAX 


Hand Holds In 


Clearance Each Corner 


for the companies whick made the shift 


Rounded Curb Ends Allow Safety Span Holds Wn TQ41 and 1942. 
Dockboard In Place 


Greater Turning Radius 


When new facilities are needed, the 


privilege of charging off the cost over 
Weigh as much as steel! ® Raised pattern safety 


ramps of equa! size and tread a five-year period becomes very valu 
strength 
%& Bevel edges minimizes jar- * Mognesium is non-spark- able under a 77 per cent rate on excess 


ring of load and equipment ing for greater safety 


profits. In a long struggle which may 


* 


end angle keeps Dock- *® Every Dockboard designed . 
oard flush with floor and to meet your particular or mav not blaze Into all-out war, but 
g % Ou DIVISION OFFICES in which eCcOnomMic strength Is one ot 
gor 


30 Rockefeller Plaza, New York 20, N. Y. the mayor weapons, we may hope to 


MAGNESIUM COMPANY Russ Bidg., San Francisco 4, Calif. obtain certificates of Necessity for ac 


quisition of land, plant, and equipment 


8922 West 25th Street, Los Angeles, Calif. age 
SCA INDIANA which is not directly military in use. 


Representatives in All Principal Cities 


Where the 20 per cent charge-off is 
: : | not available, many expansion projects 
Crroir’s Rove in Lis will become more dubious. But an in- 
| — crease of the credit by 12 per cent of 
Phe part that commercial credit plays 
aaa in the daily lives of the manufacturer, re- new capital and g per cent of new bor- 
—— tader, and consumer alike is vividly por- | | rowings represents some improvement 
traved in the fast-moving motion picture, rt 
over the last excess profits tax law. The 
Credit—Man’'s Contidence in Man.” This | 
J, . SS]! was filmed by Wilding Picture Produc- | | kind of expansion which may be ac- 
eF tions, moa ind script | complished with deductible expenses 
prepared by Dun & Brapsrreet, Inc. 
| . such as advertising and promotion, re- 
( | 16-millimeter, 33-minute-lonyg search, and more payroll in sales Crror 
—— ae Cl(sound film, stresses the influence of credit will become more attractive. Much of 
ain developing the American economy. / 
Cast OF 50 professional actors and actresses 
: = —— ee q took part in the production. The action be devoted to interpreting the business 
; ; 4 Hasnes back “ie atypical American small | implications of this new factor in the 
town of to-day to frontier days and the 
ie in ther dealings with country. traders. For the smaller corporations, there 
| 71 problem a) creda rr nery = ° 
| The problem of credit granting inspired will be some arjthmetic to do, but this 
the CO-oOperatis fforts New York ~ 
merchants mm pooling their credit data. | arithmetic will be merely the first step 
Such an idea was proposed in 1841 by | | in shaping some decisions. Because 
Lewis Tappan, founder of the Mercantile 
| these decisions go to the basic shape ol 
| BRapsTREET. || the corporation, they will call for the 
| | | broadest kind of wisdom. 
| The film 1S available ror showing with- : 
| out charge to schools and colleges, com- Every closely held busine ss will want 
: mercial credit groups, trade associations, to check again to see if the excess profits 
tax and higher individual tax rates ca 
NCE BROKERS otners, Requests ror bookings should pe 
io ate i a made to the distributors, the Modern Talk- | for a change in the decision to operate 
3 ins ervice, Mmc., 4§ KCTeCiicr corporation or not. VW here this 
Plaza, New York Citv, or to the nearest 
Dun & BRADsTREET office. study indicates that the excess profits 
| | tax has made the corporate forms too 
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costly, there are two alternatives to 
study—qualifying as a personal service 
company or liquidating. 

A company can qualify as a personal 
service corporation if capital is not a 
material income producing factor and 
income can be ascribed primarily to 
the activities of shareholders who ac 
tively conduct the business and own 
at least 70 per cent in value of each 
class of stock. A corporation which so 
qualifies can be exempted from excess 
profits tax if its stockholders agree to 
pay individual tax as dividends on their 
pro rata share of the corporation’s un- 
distributed earnings. 


Corporate Taxes Greater 


Unless the capital gains tax on 
liquidation is prohibitive, or the cor- 
porate form is essential for some other 
reason, this is not a very satisfactory 
out. The current tax burden will 
always be less in operating in an un- 
incorporated form than in paving the 
normal corporate tax plus individual 
tax on corporate earnings after taxes. 

But there are many circumstances 
under which the personal service com- 
pany option ts a valuable one for adver 
tising agencies, insurance, real estate 
agencies, brokerage and commission 
houses, schools, and similar organiza 
tions. There we may have to deal 
with adjustments to qualify them. 

If inactive stockholders own more 
than 30 per cent of the stock, it may be 
necessary to activate them or to convert 
their stock to debentures. 

Qualification has been denied because 
a business had a large number of em- 
plovees, so that its income was not 
sufhciently attributable to the personal 
This 


problem has been dealt with by making 


service of active stockholders. 


a stock interest available to more em- 
ployees or by cutting down the opera- 
tion of the firm so that its income 
flowed more fully and directly from the 
personal efforts of the principals. 

If the decision is to liquidate, there 
is again an option. Ina regular liquida- 
tion, half the difference between cost of 
stock and the value of assets, including 
any good-will, is taxed to stockholders 
at regular rates, but not in excess of 50 
per cent. This is the maximum 25 per 
cent capital gains rate applied to the 
stockholders’ profit on liquidation. 

Good-will created a serious problem 


DuN's 


§ FRUEHAUF TRAILERS 


AND 1 TRACTOR REPLACED 3 ENGINES 
AND 30 FLATCARS FOR SHIPBUILDER! 


PROBLEM: Handling material for shipbuilding, e.g., over 2 mil- 
lion pounds of castings in 30 days, formed steel, 10 ton counter- 
weights, etc., to be loaded, unloaded, moved and stored. 

A lack of efficiency in the use of a company-owned railroad, tug- 
boats, crawler Cranes and similar mobile equipment indicated 
the need for a better method of handling, in less time with less 
equipment and fewer men. Overall transportation costs approxi- 
mated $250,000 per year. 


CONCLUSION: Two major changes were made. 1. The switch 
engines and railroad cars were replaced by Truck-Tractors pull- 
ing Fruehauf Trailers. 2. All mobile units were equipped with 
short-wave telephones. 


RESULTS: One Truck-Tractor and 8 Trailers in a “shuttle” 
operation now do the work of 3 locomotives and 30 flatcars. 
Idle time in the transportation department has been cut 70‘; 
and twice as much work is being done by each vehicle. 


BENEFITS: Four trucks rented at $96 per day, plus four drivers, 
were eliminated—three train crews and equipment were elimi- 
nated. (One locomotive and a few flatcars are in intermittent 
service hauling extra heavy loads.) One Truck-Tractor with one 
driver moves each of the 8 Semi-Trailers an average of 4 times 
in an 8 hour day. 

Radio control provides a more closely controlled traffic operation. 


TOTAL SAVINGS: In the first 3 months of operation trans- 
portation costs were cut 15° ($9,375). On this basis annual 
savings will total $37,500. Labor overhead was cut $1400 per 
month—an annual saving of $16,800. 


TOTAL ESTIMATED SAVINGS: $54,300 per year! 


obligation. Write (on your busi- 
ness letterhead) to Fruehauf 
Trailer Company, 10°88 Harper 
Ave., Detroit, Michigan. 


NOTE: A confidential “Report to 
M zement on Transportation” 
giving company names and ad- 
ditional information, is available 
free upon request—and without 
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FRUEHAUF 


a LARGEST BUILDERS OF TRUCK-TRAILERS 
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ew, 


(and that goes for! business systems, too!) 


You'll be surprised by the efherency and 
economy you can get out of office systems 
and forms—if you use the right approach. 


One of the largest builders of steel tanks 
desiened their whole order and invoice sys- 
tem around a CouirHo offset master plate and 
is repaid handsomely in more efficient and 
economical paper work. Theirs is a typical 
Sone write” svstem. Information from the 
customers purchase order is typed on a 
Coumno plate. Then, a few turns through an 
offset duplicator and they have customer s 
acknowledgement, invoices, debit) memo, 
gauge tables and shop orders. You can see 
how they've speeded their paper work and 
eliminated the errors that go with rewriting. 


The next thing that happens saves more 
time and work later on. The CoLitHo plate ts 


filed to have it right at hand for later re-runs 
shipping statements and bills of lading. 


This application demonstrates a time and 
cost saving use of Coiiruo plates which can 
be adapted to many business systems. In 
addition, CoLitTHo plates will Improve the 
printing standards of other offset dupheating 
work —letters, forms, reports, plans, bulle- 
tins. CoLirHo plates are remarkably easy to 
prepare—on any writing machine by hand 

by anyone. As for printing clarity. and 
durability —well, the best thing is to make 
your own 


Why not send for information sample 


A plates and forms—right now? 
fey Chances are you'll find them packed 
fullofideas worth real money to you 
wee? no obligation, of course. 


Vain Othice & Factory: 
] 4 Herb Hill Road, Glen Cove, New York 
New York Sales and Export: 58-64 West 40th Street 
Branch Offices and Distributors in principal cities 
Consult your local Telephone Classified Directory 


O 


MASTER PLATES 


write” system 
that expedites your paper work. 


COLL MBIA RIBBON & CARBON MEG. CO. Tne, 


130-3 Herb 
lease send me samples of COLITHO {STEERS 


Cotumpia & Carson Mec. Co., Ine., DR-3 


Hill Road, Glen Cove, L. 1., N.Y 


litle 


Name. 


Company 


Address 


Make of Duplicator 


= Model 


Clamp Stvle 


tor many companies which liquidated 
Lo escape the excess profits tax in World 
War Il. Their stockholders had to pay 
capital gains tax on a hypothetical good- 
will value arrived at by capitalizing past 
earnings. In a very recent case, the 
Treasury gave a specialty store a good 
will value of $455,000. The tax court 
cut it down to $70,000 (Bluestien, 15 
C. No. 10). 

Fortunately the 1950 tax law gives us 
a way to eliminate this danger in liqui 
If the 
liquidation is completed within one 


dating a corporation 1951. 


month of 1951, and other technical re 
quirements of Section 112(b) (7) are 
met, we can elect to have the liquidat 
ing gain taxed as follows: (a) accumu 
lated earnings will be taxed as ordinary 
income, (b) excess cash, plus any secur 
ies the corporation may have acquired 
atter August 15, 1950 will be taxed as 
capital gain, and (¢c) any remaining 
gain received in good-will or the high 
value of a plant or other tangible asset 
This 


is avery useful option where the earned 


1s not taxed to the stockholders. 


surplus is relatively low and the poten- 
tial gain springs largely from the infla 
tion of values and the creation of earn- 


Ing power. 
Salary Levels to Use 


For everv level of business income 
before salaries, there is a salary level 
which will result in minimum com- 
bined corporate and individual tax 
liability, alwavs of course provided the 
salary is deductible as a reasonable pav- 
ment for the services rendered. The 
coming of the excess profits tax usually 
shifts this optimum salary upward. 

A lot of business decisions will turn 
on when a company gets into the 77 per 
cent bracket and when it passes over 
into the 62 per cent ceiling rate. Whena 
company’s in the 77 per cent zone, it's 
a good gamble to spend on new projects 
and new selling eftfort—to get up into 
the 62 per cent zone. It may be a bad 
gamble for a company in the 25 per cent 
or 47 per cent zone to risk money to In- 
crease Its income. 

The key is the excess profits credit. 
When income exceeds the credit, the 
“> per cent rate comes into play. Now 
When in- 


come becomes double the resulting 


add 915,333 to the credit. 


figure, the corporation has hit the 62 


per cent ceiling rate. 
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HOOVER PLAN 


(Continued from page 15) 


under an obsolete and inadequate 
system. The Department normally 
waited a year for its ofhcial accounting 
fizures and, therefore, it based its oper- 
ating plans on estimates which it 
worked up itself with duplicate ac- 
counting machinery. 

The Military Unification Act of Au- 
gust 1949, has strengthened the au- 
thority of the Secretary of Detense, 
introduced a pertormance budget 
svstem and modernized accounting, 
and helped to bring about real team- 
work among the three military services. 

The last of these nine—Military Uni- 
fication—has been called the greatest 
single achievement of the Hoover Com- 
mission. Much of the value of unifica- 
tion lies in the field of morale and 
cannot easily be appraised. Specific, 
measurable examples of inter-service 
co-operation and economy, however, 
are beginning to add up to a hearten- 
ing total. 

There is now being developed, for 
example, a common cataloging system 
of supplies for all services instead of the 
seventeen different systems previously 
used, and it has already cut the five mil- 
lion items previously listed in half. 

All three services are now using uni- 
hed printing plants, a single Washing- 
ton telephone switchboard, a single im- 
proved method (the Navy's) of issuing 
uniforms, and a unified code of military 
justice. Thev are co-operating for the 
first time on such matters as wind 
tunnels, research, purchasing, and con- 
struction. More than 10,000 job classi- 
fications used by the military establish 


OverLAPPING AGENCIES 


ssional Rex raf veals that 


differcnt government agen- 


cis that lend money: 16 different govern- 


ment agencies are engaged in wildlite 


preservation; 34 agencies are engaged in 


obtaining land: 10 in government con- 
struction; 9 in credit and finance; 4 in | 
bank examinations: 65 in gathering sta 
tistics: 14 in forestry matters: 28 in wel 


fare matters: 12 i) home and communit 
planning: and 25 dealing with the nation’s 


mineral resources. 


NAM New: 


DuN 


Here’s how to set 
20%. 50%. 40% more 
workings capital-= 


usually in 3 to 3 days 


F YOU NEED MONEY in a hurry to meet heavy tax pay- 
ments, to hire more workers, to buy materials for “spot cash,” 
to install cost-cutting equipment, to expand plant facilities, 
to speed fulfilment of Government requirements, COMMERCIAL 
Crepir offers a simple and practical solution to your problem, 


THOUSANDS OR MILLIONS 
Qur plan is simple and quick. It eliminates the disadvantages 
inherent in other methods of raising capital. No securities to 
sell or partners to take in. No long term interest or dividend 
commitments. You retain full control over ownership, manage- 
ment and profits. Usually all arrangements are completed and 
our cash available in 3 to 5 days. if 


ONLY ONE REASONABLE CHARGE 
There are no preliminary fees, commissions or other additional 
charges. Our one reasonable charge will be well in line with the 
value of the extra working capital to you. And (unlike dividends) 
it is a tax deductible business expense. 


A CONTINUING ARRANGEMENT : 
You can plan ahead, knowing that Commercial Creprr funds | 
will be available continually to meet your changing needs. Once 
arrangements have been set up, you can inerease or decrease 
your use of COMMERCIAL CREDIT money automatically, and you 
pav only for what you actually need and use, 


GET THE FACTS TODAY 
Make certain now that you will have all the funds you may need 
later for normal business reasons or to do your part in the 
Government’s rearmament program. Phone, write or wire the 
nearest COMMERCIAL CREDIT CORPORATION office below. Just say, 
“Send me complete information about the plan referred to in 
Review.” 


COMMERCIAL FINANCING DIVISIONS: Baltimore 
New York 17 ® Chicago 6 ® Los Angeles 14 8 and more than 300 othe: é 
financing offices in principal cities of the United States and Canada. 


San Francisco 6... 
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the NEW improved 


ADDING MACHINE 
‘9Q50 


lus 
only 


tox 


No other machine gives you such _ 


features—at many dollars less! 


9,999,999.99 CAPACITY. Onl) machine at 
this low price that adds and multiplies 
to 9 columns of figures. 

PICK-UP" PORTABILITY. Smallest, lightest 
adding machine on the market—fits 
right in your desk drawer! 

TRAVELS, TOO. Easy to carry home or on 
business trips out of town in optional 
zipper leatherette case. 

EASY TO USE. 10-key keyboard, visible 
adding dials, red totals and sub-totals, 
large pica type, short stroke handle. 
STEEL CASE IN CHOICE OF COLORS. Grey, 
black or brown—smart new colors to 
match your ofhce decor. 


For 


Executives! 


For 


Office Staff! 


SWIFT BUSINESS MACHINES CORP., 
Great Barrington, Mass. 
Piease send FREE Swift booklet: 


dept. 0-3 


NAME 
COMPANY 


ADDRESS 


ment in World War II have been cut 
3,000, 

These, then, are the main accomplish- 
ments of reorganization to date. There 
have been, in addition, many lesser re- 
forms within the framework of these 
nine major accomplishments. All Gov- 
ernment transport services have been 
consolidated within the Department of 
Commerce. The management and 
government of the Panama Canal have 
been reorganized and a modern busi- 
ness-type organization and a new tolls 
policy installed. 

The Federal Executive Pay Act has 
given some 200 top federal othcials sal- 
aries somewhat more in line with those 
of private industry. The number of 
military attaches in foreign embassies 
has been cut 30 per cent and their work 
consolidated. Wandering bureaus have 
been put where they belong: the Trea- 
sury Department no longer operates 
the Bureau of Federal Supply. 


How Much Is It Worth? 


How much actual savings can we 
expect from these reforms already en- 
acted? The Citizens Committee esti- 
mates a total savings of around $2 bil- 
lion a year, most of it arising from 
economies worked in militarv unifica- 
I cannot, of course, judge the 
accuracy of this estimate. As military 
expenditures and the total federal bud- 
uct rise, the fotal of Savings effected, 
of course, will also rise. 


Some savings are clear and apparent. 


For example, a year ago General 
McNarney stopped the unnecessary 
operation of 30,000 military passenger 
vehicles and released the SCTVICeS ot 
3.5! 1 othcers and men for better use else 
where. Last Fall enough Government 
records and dead files were transterred 
to an abandoned factory outside Wash- 
ington tO allow office Space for 
employees—space which otherwise 
would have to be built or rented. 

Other savings, unlike these men 
tioned, are of a less obvious nature, and 
still others, I presume, will take months 
and perhaps years to develop. Three- 
fifths of the Hoover laws and plans 
enacted, after all, were passed within 
the past year, many of them within the 
past few months. 

[ am inclined to think that economy 
is only halt the story ot the Hoover Re- 


port and perhaps the halt that has been 


H 


It pays to 


do business in 
New York State 


An inventory of machine tools 
has just been completed. Re- 
activating the program which 
proved so valuable during 
World War II, the Empire 
State recently compiled up-to- 
date facts on all metal-work- 
ing plants looking for defense 
subcontracts. At present, data 
on over 2,000 of them—type 
of work done, equipment, num- 
ber of employees, plant size, 
etc.—is on tile in Albany. A 
list of available factory build- 
ings is also at your disposal. 
For aid in locating exactly the 
type of subcontractor or plant 
you need, write: N. Y. State 
Dept.of Commerce, Room 136, 
112 State St., Albany 7, N. Y. 


MODERN Wat 
AY Ags 
TAC 
a7 } 
HANSEN ONE-HAND TACKERS 
and STAPLERS: 
WHETILER vou tack up insulation, ceil 
ing tile, displays sighs fasten tuys 
line boXtes for shipment, vaskets in re 
frigerators—-or assemble units ino pro 
duction-—the Ilansen Taecker is the 
te your problem A model tort 
every tacking job 
NAVES TIME Zip! Zip! Fast as 


or single-leg tackpotnts, straight im oar 


clinched in staple lengths up to 


NAVEEN STEPS 
1,0 staples per loading. 
stantly. Cateh on hack 
for quick reloading. 
tracking for tacks, 


NAVES VMATERIALS. No 
staples or tacks to step on or swallow 
every staple driven cventi, 
Vo marring or hammer dents 
PROFITS PILE UP when Hansen i- 

used With its speed, easy operation and 
itnability todo LOOT tae king and fasten 
in all lines of industry. 


Hlansen holds s4 to 
Reloads ii 
oot holds 


wads dl 


REQUEST 
BOOKLET 


work for 


foday?! 


Put it 


fa 


A.L. HANSEN MFG.CO. 


5019 RAVENSWOOD AVE. 
CHICAGO 40, ILL. 
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emphasized at the expense of other 
things that the Report can do for us. 

It Is trom changed policies that the 
greatest savings can and must come, 
and with these the Hoover Commis- 
sion was not directly concerned. Far 
more than $2 or $5 billion can be saved 
it the Government will simply cancel. 
postpone, and reduce some of its non- 
essential, non-military programs in this 
crisis, withdraw trom competition with 
private industry in a score of fields, and 
stop handing out subsidies. 


Three Ways to Save 


There is a widespread misconception 
about how savings in Government—or 
in private industry, for that matter— 
are made. Consolidation and reorgani- 
zation do not save money in them- 
selves. They simply provide the means 
by which such savings can be made. 
When you merge two private com- 
panies, you have the same number of 
people working for one firm instead of 
two, with a new need, probably, for ad- 
ditional supervisory personnel—unless 
vou press the opportunities for savings 
that come with merger. The same is 
true of merger in Government. 

There are three requirements to ef- 
fect savings. The first is reorganization. 
The second is the technical knowledge 
of how to use that reorganization. The 
third is the will to use it. 

The Hoover Commission Report 1s 
simply a plan for reorganization. If it 
is all put into effect to-morrow, it will 
save nothing unless the knowledge and 
the will to make savings are there, too. 
On the other hand, no administrator, 
regardless of his knowledge and will, 


a 
iio 
Tt 
“Oh no you don't! 
a hard day and be waited on!” 


It's my turn to have had 


CONSERVE 


k Simpli 


erwor 


Better Records Faster at Lower Cost. 


A Connecticut manufacturer reduced clerical hours for one 
department by $13,000 annually. Work proceeds to produc- 
tion much faster. This and other experiences in Paperwork 
Sim plification® suggest how you can apply the same basic 
“scientific method” for positive improvement of any waste- 
ful written record system in your business: 


A. Develop the best procedure. Techniques and tools in- 
troduced by Standard Register simplify analysis— 
highlight ways to eliminate, combine, change steps 
for effective system operation. 

B. Simplify the writing method. Form Flow Electric Regis- 

| ters, in this case, make key-record preparation an 
easy, fast, continuous operation.* 


€. Design the most efficient form. Specific fact-finding led 
to construction of five-part combination “Factory Tick- 
et,” which eliminated costly, needless, clerical labor.* 


*PS., our magazine, details such cases of simplifying pro- 
cedure, writing method and form design—a system’s A, B, 
C’s. It’s a free information service. Write The Standard 
Register Company, 4703 Campbell St., Dayton 1, Ohio, 
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MANPOWER 


ication 


KANT-SLIP 
continuous forms 


Feeding- 
aligning devices: 
THE REGISTRATOR 

PLATEN 


AUTOMATIC LINE 
FINDER 
Advances form into 
new writing position 

in one motion 


DUAL FEED 
Registers 2 different 
forms for 1 continy- 
ous typing operation 


BURSTER-IMPRINTERS 
Sign, dote, number, 
trim, tear off, stack 
Kont-Slip forms 


FORM-FLOW 
REGISTERS 


Better records 
... by hand 


UNIT ZIPSET FORMS 
Carbon interleaved 
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FREE BOOKLET 
“How to Put SOCK ‘n 
Your First Sentence.” 
Write today—ase bust- 
ness letterhead, please. 


Wri ite with 


WATERMARKED 


Fox River 


COTTON.-FIBER BOND, ONION SKIN, LEDGER 


Think of the times you've criticized your 
own dicta 

a word there . maybe 
entire letter and started over again, 


tion — changed at phrase Here, 
discarded the 


Yes, every business man knows the pow: 
er of mail — wants his letters rzeht 

The clear, white surface of cotton-frher 
paper by Fox River is an important 
part of the pay-Olf in any program of 
better business corre: spondence, In rela- 
tion to total letter expense, even our 
tinest grade — 100°C cotton-fihes 
but tnfling cost, but commands the 

tention of a new, crisp dollar bill. eons 
it with your printer . ask tor Fox 


RIVER samples and quotation today. 
1525 South 
Wisconsin. 


Fox RIveR Corp., 
Appleton Street, Appleton, 


Look through the paper:-:-: 
see the 


Fox RiVer 


NAME OF CUALITY 
WATERMARKED IN EVERY SHEET 
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can make appreciable savings in our 
Federal Government without first hav- 
ing reorganization to build upon. 

The other half of the Hoover Report 
story—etficiency—now seems to be 
growing more important every day. In 
order to survive the long emergency 
we face, we must have an efhicient and 
effective Government as well as an 
economical one. 

It seems apparent to me that the 
Hoover reforms have helped us con- 
siderably in this respect in the past six 
months. Washington is still a jungle, 
to be sure; but it is probably a good 
deal less of a jungle than it would have 
been if the Hoover Plan had not un- 
those agencies and 


snarled some ot 


bureaus. 


Improvements for Defense 

There is impressive testimony from 
military men, including General Mac- 
Arthur and Secretary of Defense Mar- 
shall, that military unification as 
wrought by the Hoover Plan has 
worked well in the Korean action, both 
at the front and in Washington. The 
new single Military Sea Transport 
Service carried 129,000 troops and 
tremendous amount of material to 
Korea with unparalleled speed. The 
Military Air Transport Service moved 
35,000 persons to Korea and saved 
weeks of time in evacuating wounded 
to the United States. 

It is unfortunate that there has been 
some confusion among our people on 
the relationship of the Hoover Report 
to the 
and the number of men we had under 


amount and kind of armament 


arms when the war broke out in Korea. 

It must be pointed out that neither 
the Eberstadt Task Force of the Hoover 
Commission, the Hoover Commission 
Act based on 


itself, nor the Ivdings 


the Hoover Report, ever made anv 
recommendations, one way or the 
other, for cuts or increases in the 
amount or nature of military appropria 


Thev 


were concerned only with two things: 


tions. That was not their job. 
operating economies; and the bringing 
about of unified military thinking, 
planning, and organization. 

I think we know 
say positively that the Hoover Plan 


enough now to 


has rewarded us well beth in efficiency 
and economy to the extent that it has 


bee ”? adopte da; that the remainder of the 
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FIREMEN EVERY 10 FEET 


Detect, Stop Fire... AUTOMATICALLY 


FIRE can't do much damage of any 
kind if GLOBE Automatic Sprink- 
lers are on guard...for they dis- 
cover and stop FIRE. Moreover, 
GLOBE protection means lower cost 
for insurance... year after year. 
GLOBE means Safety plus Savings. 


GLOBE AUTOMATIC SPRINKLER CO. 
NEW YORK...CHICAGO... PHILADELPHIA 
Offices in nearly ali principal cities 


THEY PAY FOR THEMSELVES 


Corbons their long-range 
ECONOMY commends them. 


PANAMA-8 EA VER 
MANIFOLD SUPPLIES COMPANY 


Coast to Coast? Distributors 


188 Third Avenue, Brooklyn 17, N. Y. 
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TOPICAL LAW REPORTS 


$ PANNING the whole world of government contracts questions, the swift 
regular releases of CCH'’s Government Contracts Reports hurry to subscribers 
details of all new developments concerning:—Procurement, with its Bids, Con- 
tract Clauses, Labor Requirements, Contract Regulations—Settlement, with its 
Performance Costs, Price Adjustments, Payments, Supporting Vouchers, Appeal 
Procedures, Judicial Review—Modification, whether by Supplemental Agree- 
ment, or Change Orders, or ‘‘Extras'’ Orders—Cancellations—Profit Limita- 
tions—Renegotiation—Termination—Emergency Amortization. 

What's more, everything is explained, organized, coordinated to give 
you always the very latest, complete picture of what's what in this field—to 
give you the facts and information you need, when you need them, in handling 
government contracts law puzzlers. 


Is it wage stabilization? Is it labor relations law? Wages and hours? 
Or any other angle of the law regulating employer-employee-union relations? 
Then it is reported at once—fully, accurately, helpfully—in CCH's vigilant 
Labor Law Reports. For informative weekly issues encompass the whole worka- 
day world of statutes, regulations, rulings, court and administrative decisions, 
forms, instructions, and the like, concerning the important federal and state 
regulation of labor relations and wages and hours problems. 


Included are detailed explanations of emerging developments under the 
Taft-Hartley Act, National Labor Relations Act, Fair Labor Standards Act, 
Railway Labor Act, veterans’ reemployment rights, anti-discrimination laws, 
government contracts law relating to labor, anti-injunction laws, and state 
labor relations and wage-hour laws, among others. 

Full and complete coverage is provided for the new wage stabilization 
provisions authorized under the Defense Production Act of 1950. 


DesiGNeD specifically for the man concerned with the complex prob- 
lems involving federal and state antitrust enforcement and regulation of trade 
and business practices! The regular, biweekly releases of CCH’'s Trade Regu- 
lation Reports dispatch to subscribers ‘‘the last word'’ on the Federal Trade 
Commission Act, Sherman and Clayton Antitrust Laws, Robinson-Patman Price 
Discrimination Act, state fair trade acts, state antitrust laws and other per- 
tinent trade regulatory laws—federal and state. 

Court decisions interpreting these Acts, rulings of the Federal Trade 
Commission, and its rules of practice and procedure are faithfully reported. 
Trade Practice Conference Rules are reproduced in full text. 


In short, as a subscriber, you always know the what's what and why of 
all relevant changes and new developments—as they break. 


Write for complete details on these and other fields of interest. 


COMMERCE. CLEARING. HOUSE, ING.. | 


PULUBLSSHRERS OF TOPICAL LAW REPORTS 
CHICAGO 1 New YorRK 18 WASHINGTON 4 

214 N. MICHIGAN AVE. 522 FirtH Ave. 1329 E STREET. N. W. 
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tn Canada: McFarlane Son & Hodgson Ltd., Montreal, Can. 


(Grea NAMES 
IN INDUSTRY 


THE QUALITY of Morris desk 
equipment has been judged— 
and established—by efficient 
and discriminat- 


ing buyers, Those who know 


executives 


Morris. 


use 


Many famous users 
of these sets 

have their 
or emblems 
imprinted in gold. 


> Io 


Morris DESK EQUIPMENT 
QUALITY, EFFICIENCY, AND YEARS OF 
SERVICE have made Morris desk equip- 
ment the choice of exacting business 
men. The complete desk setting shown, 
pen set, memo pad and holder, tile trays 
and ash tray, retail for little more than 


the cost of one higher priced, yet com- 
parable fountain pen set. The equipment 


designed to meet every requirement of. — 1. 


the executive or the routine worker. 


MORRIS-MATCHED DESK SETS 
THE SYMBOL OF GOOD TASTE IN DESK EQUIPMENT 
MORRIS LETTERTRAY... 


Two point 


suspension allows complete free- 
dom of access from the entire front 
and sides. Strongly constructed 
tiers are quickly added, either let- 


ter or legal size 


$2.75 letter, $3.00 legal 


MORRIS FOUNTAIN PENS...A bal- 
J” anced pen for long hours of com- 

fortal writing 5 different 
‘‘thread-in’’ replaceable 
for every purpose. Choice 
colors 


From $2.75 single, $8.00 double 


has 


it? 


MORRIS MEMO PADS... Paper is 


readily accessible, yet always Kept 


a. neat by gold plated bar that drops 
<7 as paper is used. Plenty of room 
tor your engraved name here. 


Choice of colors. $1.25 

MORRISET... The ‘‘all-’round” writ- 
‘ ing implement Satisnes routine 
/ workers and demanding executives 
alike with instantaneous efficient, 
smooth writing. No refilling or 
flooding—holds many months sup- 
ply of ink. Choice of nine colors. 


From $3.50 single, $9.50 twinset 


MORRIS PHONE REST The 
easily adjusted phone rest that 
holds without crimping your 


shoulder straining your neck 
» Executive, the Secre- 
> home. Have both 
saves time. makes 


life easier. $2.50 


Oo! 


if your dealer does not stock the item you wish— 


BERT M. ORRIS CO. 


8651 W. Third Street ¢ Los Angeles 48, Calif. 


please contact... 


plan surely should 

A little more than 50 per cent of the 
Hoover Plan remains to be put into 
effect. That is a statistical figure only. 
The tact is that not one Commission 
recommendation has been adopted that 
offends any major pressure group or 
that makes possible a major reduction 
With the 


tion of Military Unification, no 


In government employees. 
recommendation has yet been adopted 
that will lead to mayor economies. The 
easier, less controversial half, empha- 
sizing efhiciency, has been adopted. The 
harder half, in which the greatest econo. 
mies can be achieved, still lies before us. 


Politics vs. Economy 


The remaining recommendations 
will certainly be fought more fiercely 
than anything that has gone betore. 
Mr. 


Hoover has stated over and over that 


And vet they must be adopted. 


his Commission’s Report should be 
judged and accepted in its entirety. 
“The pattern is a unity,” he said. “Any 
major exceptions would damage or de- 
stroy the whole.” And again: “They 
stand or fall together. To give in at 
one spot, Whatever the political pres 
sures, means, almost inevitably, the 
collapse of the whole.” 

The 


not yet been touched. The Department 


Veterans Administration has 


of Agriculture has not been touched. 
Our antique and patched-up Civil Ser- 
vice System has never been overhauled 
since it was inaugurated 67 years ago. 

The Hoover Commission Task Force 
for Personnel Management, headed by 
the late John Stevenson, president ot 
the Penn Mutual Insurance Co., made 
>> recommendations on this latter sub- 
ject, only a tew of which have been 
adopted, 

There must be drastic reforms in 
methods of hiring, promoting, firing, 
and paying government employees. 
Such reforms would make govern- 
ment service more attractive to better 
and younger people. They would re- 
duce a costly turnover that now runs 
I They 
would increase the efhiciency of two 


» about cent 


25 per ad year. 


million workers by an estimated to per 
cent. They would reverse the protec: 
tive, negative Civil Service philosophy 
which is based on rights and not on 
As Mr. Hoover has declared, 


cannot entrust the Government 


ability. 


Marci 


be put to work. 


BUSINESS 
TYPICAL WATTS VALUES 


STANDARD STOCK FORMS 


CARBON INTERLEAVEDSNAP-APART SETS 
BILLS OF LADING 
INVOICE SETS 

PURCHASE ORDER SETS 
1,000 3 Part Sets, Size 8'2"x7”, any of the above 
imprinted with your name and address, complete 

ONLY $29.25 plus postage 
SHIPPED WITHIN 1060 DAYS 


Larger Quantities ~ Still Lower Prices 
write for samples and Price List 


All Types of Carbon Interleaved Forms, 


both snap-apart and continuous, custom 
made to your specifications. send details 
and samples for quotation. 


ALFRED ALLEN WATTS ©0., INC. 


218 William St., New York 38, N. Y. 


Plants: New York City, 
Newark, N. J., Belleville, N. J. 


Your product hits 

fhe prospect’s 
Ar | shining ona 


salesman’'s 
tie . 


UNIQUE 


TIE BAR 


by BASTIAN 


Capitalize on the style 
trend to “hobby jew- 
elry.” Bastian Brothers 
Co., will make an ex- 
oct miniature repro- 
duction of your prod- 
uct, trade-marks, etc. 
on tie bar, key chain, 
or emblems. Furnished 
in quantity at a frac- 
tion of the cost of com: 
parable retail item. 
Excellent for salesmen, 
jobbers, retail sales- 
men, convention sou- 
venirs. Furnish pictures 
of your product and we'll prepare sketch 
showing adaptations, without obligation! 


ASTIAN BROS. CO. 
830 BASTIAN ST. 
ROCHESTER, N. Y. 


Advertising Specialties Since 1895 
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of to-day to second-rate men and 
women.” 

The Post Office Department needs 
the thorough overhauling slated for it 
in the Hoover Plan. The Report made 
nine recommendations for this Depart- 
ment, and of the six that must be 
enacted by Congress, only one has been 
passed. The Postal Service would be 
decentralized into fifteen regions and 
operated under procedures somewhat 
similar to those of national chain store 
management, 

A start was made when the Presi- 
dent, for the first time, appointed 
career oficial instead of a political fig 
ure as Postmaster General. He has 
asked the Congress to place the appoint 
ment of 22,000 postmasters OM a Career 
instead of a patronage basis. These nine 
recommendations, if properly carried 
out, will improve morale and service 
and cut in half the annual $300 to $500 
million deficit. 


Waste and Duplication 


The United Medical Administration 
recommended to take over the Public 
Health Service and the military and 
veterans’ hospitals has not been created. 
Five big tederal hospital systems are 
competing with each other, and with 
all other hospitals, for nurses, doctors. 
and technicians. Forty government 


agencies are still offering medical sect 


vices to Various groups, 

The recommendation that all federal 
conservation and construction be con 
solidated in the Department of the 
Interior (renamed the National Re 
sources Department) has not been 
adopted. The rivalry and duplication 
of work between the Corps of kenge 
neers and the Bureau of Reclamation 
are still unresolved. There is no check 
and balance system on projects, and no 
review board to prevent duplication of 
surveys and planning. The agencies 
themselves are deciding whether or not 
their projects are economically Or so 
cially sound. 

Land management functions have 
not been consolidated within the De- 
partment of Agriculture. The Forest 
Service, Soil Conservation Service, and 
Bureau of Land Management are s@ll 
competing with each other and dupli- 
cating work and services. Rental for 
erazing land varies according to which 
agency administers it, and if two agen 


Expansion Completed 

Fast! Quonsets, 

by 200 feet each, and 

one 24 by 48-foot Quon- 

set create a Sets. new 

plant for Fastener Cor- - 
ration at ‘Franklin 


Park, Tilinots. 


(DEAL FUR FACTORIE >, WAREHO MACHINE 
SHOPS. STORAGE OR SERVICE BUILDINGS 


For additions to your present plant—or for new plants— 
Quonsets mean fast completion, economy of materials, 
adaptability to any use. Also, should plants need more 
expansion later, you can add Quonset to Quonset, accord- 
ing to the need. 

\lade of N-A-X HIGH-TENSILE steel, Quonsets provide fire- 
protection and permanence far surpassing old-style build- 
ings. They require little upkeep—are easily maintained, Let 
Quonse ts serve you now. Write us tod: iy. 


GREAT LAKES STEEL CORPORATION @ 


Stran-Steel Division e@ Ecorse, Detroit 29, Michigan meinen 


Expands Floor Area by 20,000 wy 
Fe. Bill Jack Scientific 
Co., San Diego, Calif., begar 

two Ouonsets and added 20 000 


sq.ft. of floor space in just 50 days. 


STRAN.-* 


STEEL. AND QUONSET REG. U. S. PAT. OFF. 


VIEW Marcon ros? 


| 
id 
| 
| “a | 
ths 
~ 
4 
Te 
| 
bi — | 
\ 
“49 
‘ 
| 
a 
4 
| 
| 
| 
¥ 
i 
ae \ 
av 
. \ 1 
| 


THINK OF IT! 


One girl with one Robotyper, 
can easily produce 200 personal 


letters per day. The electric 
typewriter is always free for 
manual operation and she has 
time for other work. 
One girl with four Robotypers 
can produce from 600 to 800 per- 
sonal letters per day. 
See how Robotyper can increase 
efficiency—boost the output of 
your office. Fill out the coupon 
below. 
Canadian Office: 
ROBOTYPER CORPORATION 
OF CANADA, 
Suite C-23 Train Concourse, 
Union Station, Toronto, 
Ontario 


° e@ the world’s great powers, we have the 
actories and the know-how. Our 

@ ROBOTYPER CORPORATION 
@ 18030 Ryan Road e cnemy has immense resources of man- 
@ Detroit 34, Michigan @ = power and raw materials. The factors 

Please forward information on how | are increasing against Us as time goes on. 
@ Robotyper can help my firm. 
“pon @ We must make the best possible use 
e . ® of everything we have. We must put 

our house in order ; yrepare for ; 

rder and prepare for a 
e 7 e long siege. The Hoover Commission 

| eport—all « ‘ttect ‘orking 
@  Report—all of it in effect and working 
| ean help us to do that. 

Lt REVIEW O4 Maren 1g 


| cles administer it, a catthkeman must 
have two leases. 


A start, but no more. has been made 


on the reorganization of Federal Busi- 
ness Enterprises. Certain enterprises 
should be incorporated in one agency 
and unitorm budgeting, accounting, 
and other business procedures installed. 
There should be uniform corporate re- 
Hidden subsides should 
It the Federal Gov- 
ernment is going to continue to lend 


quirements. 


be discontinued. 


money and buy and sell mortgages, it 


at least should do it properly and under 


one root. 
The Hoover Plan in 1951 


The Hoover Report has not been 
tested until all its recommendations 
have been adopted. The country can- 
not be considered fully or effectively 
mobilized until they have been put in 
force. 

To the extent that we believe this 
and believe in the Hoover Report, we 
must now bear down to see that the 
rest of the plan is accepted—and ac- 
cepted in 1951. Some of us may feel 
a moral obligation to do this. Certainly 
we will be benefited as citizens if we 
do SO, 

We can do this in the usual ways in 


which we would support any idea we 


believe in or any piece of legislation 
we Want to see passed. To these ways, 
however, we can add one more: we 
can think twice and deeply before we 


speak Or act against any specific Hoover 


Report reform that works to the appar- 
ent disadvantage of us as individuals 
or of some group with which we are 
associated. We can, in other words, 
support the Hoover plan when and if 
it hurts. We can subordinate personal 
interest, if the occasion arises, to the 
interest of good government. 

There is a grave and real question 
whether we can survive the perils of 


the vears that lie ahead. As one of 


SALESMEN 
DISTRIBUTORS 


1. If you are looking for a 

real opportunity 

2. If you want to make 

money 

3. If you can adapt your- 

self to selling a product 

that answers present day 

industry’s needs 

4. If you are between 30 to 

50 years of age. 

We are looking for sys- 

tems salesmen who can, 

when qualified, become 

distributors. 
VISlrecord, Inc. 


32-36 47th Avenue ttt 


Ir 


Long Island City 1, N. Y. [Nc 
womens SEE OUR FULL PAGE AD ON PAGE 4 


CUSTOM-PRINTED 
SCRATCH PADS 


500 PADS 
(25,000 sheets) 


$29.50 


1000 PADS 
(50,000 Sheets) 


$49.50 
FOB Memphis 


For distribution 
to your customers 
Here is effective advertising at low 
cost. Pads are 414x5', printed in 
blue ink on 16-pound white bond 
paper, 50 sheets to each pad. Un- 
conditionally guaranteed to satisfy; 
delivery in 50 days. Samples avail- 
able—-order NOW! 
STANDARD PRINTING 

& SUPPLY CO. 
P. O. Box 1451 307-9 Madison 

Memphis, Tenn. 


Rated firms shipped open account; 
all others cash with order. 


41,620 MANUFACTURERS 
DUNS REVIEW REACHES THE 
PRESIDENTS ANID TOP ENECU- 
TIVES OF 41,620 MANUFACTURERS. 


PHOTOS iw DAY! 


Made from Your Negative or Phote 
Unsurpassed in Quality at Any Price 
Under supervision of famous 
James J. Kriegsmanna 


ANY PRODUCT PHOTOGRAPHED, 'S 


Plaza 7.0233 

165 West 46th St. 4s 

otoaraphers New York 19, N.Y_@ 
VER WHAT WE ADVERTISE’ 


U. S. A.’s LARGEST REPRODUCTION HOUSE 


WE MATCH YOUR ORIGINAL TO A “'T" 
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SELLING 


(Continued from page 22) 


salesperson has it if he caters to the 
patron's wishes as, for example, in the 
quality, price, and color of his wares 
rather than ignoring the customer's 
expressed desires along these and simi- 
lar lines. 

From about 10 to 25 per cent of the 
salespeople in the three groups exhibit 
weakness in getting the patron’s point 
of view. Or, to be exact, 75.5 per cent 
of all salespeople procure the cus- 
tomer’s view-point, go.1 per cent of the 
department store group, and 76.4 per 
cent of the women’s wear category. 

The knowledge of merchandise pos- 
sessed by the salespeople tested varied 
considerably. Of the 4,002 salespeople 
combined, 74.7 per cent know the ori 
gin of their merchandise compared 
with 72.3 per cent of the 887 depart- 
ment store salespersons, and merely 
23.4 per cent of the 611 women’s wear 
group. 

Of the first group, 76 per cent know 
out of what the merchandise is made; 
S4 per cent of the second categorv: 
and 78.4 per cent of the third group. 

Slightly more than 61 per cent of 
the general sales group know the char- 
acteristics of their stock; 86.4 per cent 
of the department store salespersons, 
and merely 35.3 per cent of the 
women’s wear salespeople. 

As in the case of a knowledge of the 
origin of the merchandise, the sales- 
women lag far behind in the ratings 
of the other two groups on a knowl- 
edge of the characteristics of go rds. 

But, when it comes to knowing the 
uses of merchandise, relatively more 
salespeople in women’s wear stores 
have such knowledge than salespersons 
in the general sales group or in the 
department store classification. 

Of all salespeople, 51.8 per cent know 
the uses of their merchandise; of the 
department store group, 55.9 per cent; 
and of the women’s wear group, 56.8 
per cent. 

However, the saleswomen fall down 
as a group on the care of merchandise 
when not in use. In the general classi- 
fication, 48.4 per cent of the salespeopie 
demonstrate a working knowledge of 
such care, 69.8 per cent of the depart- 


ment store salespersons, and just 29.5 


Dun 's Rt 


‘ He ships via reliable _ | 
carriers but he carries | 
carrlets 


CREDIT INSURANCE COMPLETES 


YOUR PROGRAM 


UsT as unforeseen events may destroy 
J your goods while in transit, so can 
strikes, floods, lawsuits, tornadoes, ma- 
terial shortages, Government restrictions, 
etc., cause even your best customers to 
default in payment of their accounts. 


That’s why manufacturers and whole- 


salers are completing their insurance pro- 


grams with American Credit Insurance. 


American Credit pays vou when your 


customers can't... enables you to get 

cash for past due accounts . . . Improves 

your credit standing with banks and 


suppliers (important benefits if you are 
operating at high volume with limited 
capital). An American Credit policy can 
be tailored to fit your particular needs 


OF PROTECTION: 


. insuring all, a specific group, or just 
one account. 

‘‘Why SAFE Credits 
Need Protection” 

Send for our book, containing valuable 
information on planning sound credit 
policy, more facts about American Credit 
Insurance. For your copy, just phone our 


PRESIDENT 


othce in 
AMERICAN Crepitr INDEMNITY 
Company OF NEW YorK, 
Dept. 50, First National Bank 
Building, Baltimore 2, Md. 


your city, or write 


AMERICAN 
CREDIT INDEMNITY 


COMPANY 
New York 


GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 


OFFICES IN PRINCIPAL CITIES OF 
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manufacturing rights 


facture your products in Canada... 


complete production... Import and distribute 
your goods... Act as factory representatives... 
e Sell Canadian products to 
. e Render professional services. 


e Exchange 
e Purchase parts to 


buyers... or 


NOTE: Inquiries as to rates for listings on this page should be addressed to Dun’s Review, 159 Bay Street, 
Toronto, Ontario, Canada; or any office of Dun & Bradstreet of Canada, Ltd 


Accounting (Chartered Accountants) 
EDWARDS, MORGAN & CO., Toronto, Montreal, 
Winnipeg, Vancouver, Timmins and Calgary. 
VMASECAR, DeROCHE & McMILLAN, Chartered Ac- 
countants, Saskatoon, Saskatchewan. 

MILLAR, MACDONALD & CO., Chartered Accoun- 


NASH & NASH, Chartered Accountants, 603 Tegler 
Building, Edmonton, Alta. and Grande Prairie, Alta. 
NIGHTINGALE, HAYMAN & CO., Chart. Accoun- 
tants, Halifax, N. S., also Sydney & Yarmouth, N. S. 
ROBERTSON, ROBINSON, McCANNELL & DICK. 
Chartered Accountants. Sterling Tower Bidg., To- 
ronto, Tyshler Bidg., Chatham, Ont. 

P. S. ROSS & SONS, Montreal, 1, Que., 
Winnipeg, Calgary, Vancouver and Saint John, N. B. 
THORNE, MULHOLLAND, HOWSON & McPHER- 
SON. Toronto, Kitchener and Galt, Ontario. 

Appraisers 
THE INDUSTRIAL VALUATION CO., LTD., Mon- 
treal Industries, Public Utilities, Etc. UN-5571. 
Architects 
VicCARTER & NAIRNE, Architects & Structural 
Engrs., Vancouver, B.C. Building Investment Counsel. 
Customs House Brokers, Etc. 

BLAIKLOCK BROS., LIMITED, 307 Common St., 
Montreal. Est. 1876. Customs-Brokers & Forwarders. 


tants, Winnipeg, Man. and 350 Bay St., Toronto, Ont. 


SEABOARD BROKERS, Halifax, N. S. Shipping ton- ~ 


sultants, forwarders, distributors by Air, Land & Sea. 
THOMPSON-AHERN & CO., 40 Yonge St.. Toronto, 
Ont. Customs House Brokers & Forwarders. Est. 1912. 
Food Brokers, Importers, and 
Manufacturers’ Agents 
W. H. ESCOTT CO., LTD., 129 McDermot Ave., Win- 


nipeg, Man. Groceries, hardware, drugs, etc. Cover 
all Canada. 

industrial Chemicals, Oils, Waxes 
CHARLES ALBERT SMITH LIMITED, Toronto and 
Montreal. Manufacturers’ representatives, selling in 
bulk to Industry and Pharmaceutica! Manufacturers. 

Legal 
FASKEN, ROBERTSON, AITCHISON, PICKUP & 
CALVIN. Barristers, etc., 36 Toronto St., Toronto 1. 
FENERTY, FENERTY & McGILLVRAY, Calgary, 
Alta. General practice, Oil and Corporation Law. 
LACOSTE & LACOSTE, Lawyers, Barristers, etc., 460 
St. Francis Xavier St., Montreai, Que. La. 7277. 
McBRIDE, HICKEY & GREEN, Barristers and So- 
licitors, 6 James St., South, Hamilton, Ont. 
Lumber, Building Materials, Plumbing and 
Heating, Paints 

VICTORIA TILE & BRICK SUPPLY CO., LTD., Van- 
couver, B. C. Want exclusive building supply lines. 

Manufacturers Agents (General) 
MacKELVIES LIMITED, Winnipeg. Seek agencies 
grocery, drug, light hardware, novelty, toy lines. 
Covering Western Canada. 
W. CLAIRE SHAW CO., 407 McGill St., Montrea!. 
Seek dir. agcies from mfrs. hdwe. auto & hhoid tools. 
WILSON AGENCIES, Hamilton, Ont. Specializing 
in sales of hardware and electrical lines 

Novelties, Leather Goods, Advertising 

J.C. S. VARCOE, 45 Yonge St., Toronto. Can pro- 
vide Canada-wide distribution, advertising novelties 
of all kinds; gifts, premiums for every occasion. 


per cent of the women’s wear group. 

On a knowledge of accompanying 
services of items, the variations in the 
Slightly 


mor than 37 per cent ot the first cate- 


three groups are not so great. 
POSSeSss a knowledge ot these 
SCTVICES, 32.7 per cent ol the second 
vroup, and 29.5 per cent of the third. 

The qualities of merchandise are 
known by 75.8 per cent of all the sales- 
people combined, 82.7 per cent of the 
department store salespersons, and 62.7 


per cent of the saleswomen;: fairly 


high percentages in each group. 

Of a knowledge of brands, 71.9 per 
cent of the first category show such 
knowledge; 86.6 per cent of the second, 
and 60.9 per cent of the third. Again 
the salespeople in women’s wear trail. 

But in a knowledge of price-lines the 
third group leads the first with 90.2 
per cent compared with 78.9 per cent, 
but tollows the department store classi- 
fication. The latter has a rating of 


g6.2 per cent. 


Saleswomen in their shops lead both 
of the other two groups in a knowl- 
edge of the location of goods within 
the stores. The ranks are 82 per cent, 
84.7 per cent, and g1.2 per cent respec- 
tively for all salespeople, the depart- 
ment store category, and the women’s 
wear group. 4 

Now let us take up the ’nethods 
emploved by the salespeople to answer 
One 


method, known as the reverse English 


common objections to buying. 


method, tacttully turns the objection 
into a selling point, making the mer- 
chandise seem more desirable to the 
customer. 

Out of the 4,002 salespeopl com- 
bined, merely 29 per cent make use 
of this important device. Department 
store salespersons do slightly better, 
32.6 per cent employ it. Women’s 
wear salespeople do even better, since 
39.3 per cent use it. But these are poor 
records for all three LrOUpSs. 


All the salespeople make a better 


Marcn 


showing with the simple indirect 
denial (Yes-but) method. By it the 
salesperson presumably agrees with 
the objection, but presents another 
angle from another view-point. 

Some 34.8 per cent of the first group 
employ the indirect denial method, 
43-3 per cent of the second category, 
and 56.8 per cent of the third group. 

Thus, nearly two-thirds of all sales- 
people show a deficiency in the use of 
this method, over one-half of the de- 
partment store salespersons, and a little 
more than one-third of the women’s 
wear group. 


Mastering Consumer Objections 

The ratings of the three groups are 
much worse on the reverse position 
method. This method consists of the 
salesperson asking the customer to ex- 
plain in detail his objection to buying 
so the salesman may learn more about 
his merchandise offering. 

Merely 18.9 per cent of the salespeo- 
ple in the first category employ this 
vital device, barely 11.5 per cent of 
those in the second classification, and 
just 29.5 per cent of the third group. 

While in general the salespeople 
have a better record on the superior 
point method, much improvement is to 
be desired. Now by this device the 
salesperson admits the validity of the 
buying objection, but calls the custom- 
er’s attention to some other off-setting 
points that seemingly are more signif- 
cant and that outweigh the objection. 

Some 38.7 per cent of the salespeople 
in the first group employ this method, 
34.5 per cent in the second category, 
and 25.5 per cent in the third group. 

Thus, slightly fewer than one-third 
of the salespeople in the first two 
groupings show inability in the em- 
ployment of this device and nearly 
three-fourths of the saleswomen. 

Sull fewer salespeople use the ques- 
tion method by which the salesperson 
secks to overcome the obstacle to buying 
by asking a question which, when an- 
swered by the customer, tends to over- 
come the objection. If the patron ex- 
pects to be consistent, he buys the article. 

Just 18.9 per cent in the general sales 
group use this device, merely 13.5 per 
cent of the department store sales- 
people, and just 21.6 per cent of the 
saleswomen. 

Thus, practically all salespeople in 
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—_ policy of The Home Insurance Company is a deeply 
personal document. 

Each provides a shield of protection for some person’s cher- 
ished possessions—perhaps your home, or car, or business. 
And each bears the mark of some Home Insurance representa- 
tives interest and efforts in behalf of the policyholder. In 

/, ; A nearly every community from coast to coast, these members 

c€ be CM, of the Home “family” are bringing protection to their clients 

and neighbors in an efhicient, friendly way. And when and if 
fire or other adversity occurs, you'll find that this is a friend- 
ship of deeds—not words. Then your Home man carries out 
the promise of your policy—sees to it that you get fast and 
effective help. 

This sincere, human approach to your insurance needs has 

given The Home the neighborly characteristics for which it is 

known. It has made of it a company which not only serves 
your community but is a part of it—a company of people 


rather than statistics. 


The Home, in its truest sense, is the man who lives in your 
town and serves you—your Home representative and his com- 
panions in communities throughout the country. The accom- 
panving figures are a report of their work for you and your 


neighbors in the year 1950. 


( - \ 
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e Balance Sheet PRESIDENT 
ADMITTED ASSETS *December 31. Direetors 
| 1950 Lewrs Crane Cuances A. Loveutn Henry C. Beonre 
Cash in Office, Banks and Trust Companies $ 38.777.419.93 | Tine 
| United States Government Bonds... 108.301.862.602 General Counsel Empire Trust Company 
Other Bonds 175.820.02 7.95 int, Ivan seort Hlantun K. Park 
. nior Jime > 
Investment in The Home 
6,878.161.00 Geonce McAneny Pency C. Manerma, Jr. of Columbus, Ga. 
Agents’ Balances or Uneollected Title Guarantee & Land & Boykin 
Premiums. Less Than 90 Days Due . 19.766.198.65 Trust Company 
Other Admitted Assets... . . . . 3.320.264.23 V. Smita Fant G. Haretson Leroy A INCOLN 
President Lawyer President, 


Metropolitan Life 


“urance onipar 


Total Admitted Assets... 


$358.157.569.62 


Freepenick B. Apams CuHametion MeDowerr Davis 


Cha rid of es ent, 
LIA BI LIT IES Executive Committee, Atlantic Coast Line passe J. Ross 
Reserve for nearned Premiums $153.821.812.00 { R ¢ Li R vad La. | and T J 
Reserve for Losses and Loss Expenses 40,775.253.00 Warren S. Jounson ©. 
Liabilities under Contracts with City Investing Co. Bank a Ary of Manufecturers Trust 
War Shipping Administration . . 1,218.2 16.31 Wilmington, N. C. Company 
Reinsurance Reserves . . . . . 1.334.793.53 President, Joun M. Pranquin 
Dividends Declared. . ....... 3.598.708.50 Cleveland Trust Co. 
President, Low R. Cranpatt 
Total Liabilities Exeept Capital. $214,916.413.08 Chemical Bank & 
are ie, Trust Co. The Cord Meyer Company George A. Fuller Co. er 


Surplus as Regards Polievholders  $143.241.156.54 


*NOTES: Bonds carried at $5,799,756.96 Amortized Value and Cash $80,000.00 H H M ) 
in the above balance sheet are deposited as required by law. All securities 4 ae 
have been valued in accordance with the requirements of the National ; NE 
Association of Insurance Commissioners. Assets and Liabilities in Canada 

have been adjusted to the basis of the free rate of exchange. Based on 


December 31, 1950 market quotations for all bonds and stocks owned, the 
Total Admitted Assets would be $357,620,695.62 and the Surplus as Regards Home Office: 59 Maiden Lare, New York 8, N. Y. 


Pol lders Wweuld be $142,704,282.54. 
FIRE AUTOMYBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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these three groupings exhibit inability 


in the use ot this method to answer 


common objections to buying. 


Let us now turn to the methods em- 


| FLEETS OF N EW ployed to close sales. The summation 
| CHEVROLETS method, consists of the salesperson, al 
the psychological moment, quickly 
Ps} 

summing up the sales points which the 
Than customer has approved in his sales talk. 
‘Private Of the 4,002 salespeople taken to- 
NO CAPITAL IN 

NEW CAR device; of the SO7 de} partment store 
TAX DEDUI | | salespersons, 26.5 per cent employ it; 


and of the 611 women’s wear. sales- 


\ 


| gether, 36.5 per cent use this closing 


people, 47.1 per cent. 


Thus, from nearly three-fourths 


down to slightly more than ONC -half ot 


the salespeople in the three groups show 


(Use cars anywhere 
| We deliver them 
throughout the U.S.A. technique. 


TRANSPORTATION VEHICLES INC. Prints on Postcards - 
rong Tactics | 
By the direct question method is Shipping Tags Labels 
Brooklyn 22,N. Y. salesperson ask 
«sell meant th il the sales} Crson aSkKS Out Boxes Cartons e Packages 
night whether or not the customer 
ALSO FORMS, BULLETINS, MENUS, LETTERS 


a deficiency in the use of this selling 


wants to buy the specific item under 1,000 or mor: 
1 stencil, 1 inki ne Pype 
consideration, yiving the customer a ” or Write on stencil nap it on, 
41,620 MANUFACTURERS od print completo 
( hoi berw Oe SPCC fic arth le and fits, 9. to 9950 Write 
DINS REVIEW REACHES THE r fok 
44 PRESIDENTS AND TOP EXECU nothing. Generally, the patron chooses “Te ORIGINAL 
TIVES OF 41.620 MANUFACTURERS we HAND STAMP STENCIL OUPLICATOR 
nothing. | 
Some 4o.4 per cent ot the salespeople 
THE MULTISTAMP CO., INC., NORFOLK, VA. 
in the first category employ t 
i | | his le At Your Office or Shipping Room Supply Dealer 
| "a only 23 per cent ol the salespersons In 
: | the econd cla ind just II AMERICA S FINEST MARKETING MAP 
7 | per cent in the last vroup., | of the United States for Sales and Executive Use 
This method is the weakest of all. | LUS 
HEARNE 203 eautiful Sales Wall Maps covering the 
No salesman should use it. The sales- | All Maps 
| MAPS lat IN QUIRIES cordially invited 
Womens group has by rar the best FREE illus trat Brochure upen request 
| record in the use of this method since HEARNE BROTHERS 


23rd Fir., National Bank Bidg., Detroit 26, Mich. 


RG A G j G slightly more than 11 per cent employ | __ 
a the device. 
L R | sy the alternative presentation 

method is meant that the salesman 
Make work easier for Save | 


DETAILING done the 
way you want it. 
Product engineering, 
Special Production ma- 
chines, Model building, 
Product styling. 


MAST DEVELOPMENT CO., Inc. 
DAVENPORT 3, IOWA 


your hle clerks with 


Oxtord Pendaflex - Lt 
the hanging hile sys- jm 
BIRK'S BOOK MART 


tem. No more strug- 
BUSINESS BOOKS’ 


gle with sagging 


folders — Pendaflex 
right, ht any cab- GOING 
inet, cut costs \ Ni 
up to 50% = 
— = Memorials @ Honor Rolls 
[sect sae || Portrait Tablets @ Signs 
I (NO EASY | Markers @ Name Plates 


Tell us what you heve in 


mind and we'll gladly submit 


| suggestions. 
OXFORD FILING SUPPLY CO., INC. | | | MEIERJOMEZN © WENGLER 
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asks the customer which of two items 
he preters. It is a very effective device. 
Of the salespeople in the first group- 
ing, 34.5 per cent employ this method. 
Among salespersons in the second cate- 
gory, 34.5 per cent make use of it. And 
ot the saleswomen in the third classi- 
fication, 51.1 per cent use it. 

The saleswomen group tops the 
other two categories. W hile nearly 
one-half of the saleswomen employ this 
device tor closing sales, nearly two- 
thirds of each of the other groups do not. 


Promoting Additional Sales 


In employing the suggestion method, 


the salesperson merely suggests a deci- 
sion like, “Do you think six handker- 
chiets will be enough?” Out ot the 
general sales group, 27.6 per cent make 
use of this method; otf the department 
store salesmen, merely 13.4 per cent 
employ it; and of the saleswomen, just 
23.4 per cent use it. These are very 
poor ratings for all the groupings. 

The salespeople tested make a little 
better showing in the use of the as- 
sumption method ot closing sales. By 
assuming a decision is meant that the 
salesman takes it for granted that the 
sale has been made without the actual 
assent of the customer. 

The salesperson might say for ex- 
ample, “You have made a wise choice. 
I am sure you will enjoy this article.” 
Some 34.3 per cent of the salesmen in 
the first group use this device com- 
pared with 32.4 per cent in the second 
classification and as many as 45.2 per 
cent in the third one. 

Thus, from about two-thirds to slight- 
ly more than one-half of the salespeople 
in these three categories are deficient 
in the employment of this device for 
closing sales. 

There is also some variation in the 
number of the salespeople in the dif- 
ferent groups who suggest the sale of 
additional merchandise. Some 56.3 per 
cent of the salespersons in the general 
sales group and as many as 65.5 per 
cent of the department store salesmen 
suggest more buying compared with 
47.1 per cent of the saleswomen. So 
from one-third to slightly over one-half 
of the salespersons in the “arious groups 
need to suggest the sale of additional 
items. 

In conclusion, a few points might be 
emphasized to advantage. Observing 


ness ot your plan. 
Our Pension Trust Division has 
pension plans. This broad experience 


with all types of pension systems 1S 


yours tor the asking. We shall be glad 
to estimate the cost of a pension plan 
for your company or discuss with you 
any pension problem you may have. 


No obligation, of course. 
* 


We act as trustee under pension plans 
and as agent for individual trustees. 


CHARTERED 


HEAD OFFICE: 22 WILLIAM 
Affiliate of 


ESTABLISHED 
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treamlining a Fension Pattern 
TO FIT YOUR BUSINESS 


HE. success of your pension plan will depend upon a stream- 
lining job which gears your pension system with your particular 
financial, personnel and industrial problems. And, it your pension 
plan is not streamlined to fit your company's circumstances, you 


may suffer serious loss in dollars and greatly reduce the ettective- 


helped develop hundreds of 


Write or Call the 
PENSION TRUST DIVISION 


City Bank Farmers 
Trust Company 
or 
The National City Bank 
of New York 


Ask for Pension Booklet D. R. 2 


CITY BANK FARMERS TRUST COMPANY 


1322 


STREET, NEW YORK 


THE NATIONAL CITY BANK OF NEW YORK 


1812 
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Your business stationery should reflect the 
prestige, stability and progressiveness of 
your organization. It can be your star 
salesman. And an attractive advertisement 
as well. 

Carefully planned design coupled with 
fine craftsmanship on paper of distinction 
can give you a letterhead that wil! create 
in you @ feeling of pride and satisfaction. 

Do you know whether your present 
letterhead impresses those with whom you 
correspond? Is it indicative of a prosperous 
enterprise? If you are not sure, why not 
call upon us to counsel your particular 
problem. 

We have over sixteen years experience 
designing and creating business stationety. 
Perhaps we can help you. 


a fee for consultation. ACT TODAY! 


ay Inquiries cordially invited. Never 


POPE & VERNUM Inc. 


Printers, Engravers, Lit 


hographers 
41st STREET. NEW YORK 17. NY. 


MUrray Hill 6-0622 


PUNCHES sheets ond covers of any size 
or weight, quickly, accurately 


BINDS wp to 250 books on hour with 
colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 
or plont 


Add prestige...color...atten- 
tion-compelling appearance to 
reports, presentations, catalogs. 
GBC plastic binding equipment* 
quickly...easily...economically 
binds loose pages of all sizes 
into handsome custom-made 
booklets. Pages turn easily... 
lie flat. Complete office equip- 
ment costs less than a _ type- 
writer...saves 50 over old- 
fashioned fastener-type covers. 
Anyone can 

PEN 


SPECIAL TRIAL OFFER 


Send today for information 
and 2 handy pocket memo 
books bound on this equip 
ment. No obligation. 

General Binding Corporation 

808 W. Belmont Ave., Dept. DR-3 

Chicago 14, til. 
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the principles of good salesmanship 


generally makes buying and _ selling 
more pleasant, usually saves the ume 
of customers and salesmen alike, and 
as a rule increases sales, profits, and 
the compensation of salespeople. 

Now this survey shows that most of 
the salespeople tested have favorable 
approaches, but that in some of the 
elements of a good approach compara 
tively large numbers of salespersons 
need improvement. 

This criticism particularly applies to 
many salespeople in the women’s wea! 
category. Likewise, more saleswomen 
need training in getting the customer's 
view-point than department store sales- 
persons, but not so many as in the casi 
of salespeople in the gene ral sales group 


A Need to Know Merchandise 


A considerable number ot salespeople 
in all the groups are deficient in some 
of the selling knowledge relating to the 
More salesmen 


SC ek k ne 


merchandise they sell. 
and saleswomen should 
edge relating to the or win Ol the goods, 
the content of the merchandise, and the 
characteristics of the stock. 

They should, moreover, acquaint 
themselves with the uses of many 
items, the care of some articles when 
not in use, and the accompanying ser- 
Viees W ith the purchases ot some Lon rs. 

They should know more fully the 
qualities of items, their brand names, 
the various price-lines, and even the 
location of merchandise within their 
stores. 

By and large. salespeople make a 
very poor showing in the use of the 
five methods to answer such common 
objections to buying as “the price is 
too high.” or “I think the quality is 
too low.” 

Indeed, with rare exceptions, about 
two-thirds of the salespeople decidedly 
need more training in the employment 
of all five methods. 

The salespeople tested likewise ex- 
hibit bad records for closing sales by 
all the methods that should be em- 
ployed. Even in the use of the weak- 
est method, the direc. question device, 
which no salesperson should employ, 
we find all the way from 11.6 per cent 
40.4 per cent of the salespersons 
using it. 

The other methods are definitely 
more effective and should be employed 
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From the US. Pat. Reg. 
basic ideg No. 531,356 
to the 
finished 
Display 


DIMENSIONAL DISPLAYS 
RIVER RAISIN PAPER COMPANY 


DISPLAY DIVISION + MONROE, MICH. 


| PAYMASTER | 


ELIMINATE ERRORS 
SAVE ADDRESSING 
No mix up of checks. 
only once—on the check. 
INSURE PRIVACY 
Paycheck “Outlook” Envelopes are made 


from exclusive blue opaque paper. Noth- 
ing is visible except name on checks. 


TAILOR MADE FOR YOU 

Paycheck “Outlook” Envelopes are made 
any size, with the 
“Outlook” feature of 
a size and position to 
register with only 
what you want to show 
on your checks. 


Name written 


Nend us check you are now 
using and we will submit 
sample Paycheck “Out- 
look” Euvelope and prices 
based on your estimated 
yearly requirements. 


OUTLOOK ENVELOPE COMPANY 
Originators of “Outlook” Envelopes. Est. 1902 
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in accordance with the type of buyers 
being sold. Most merchants need to 
train most of their salespeople in the 
art of closing sales. 

Finally, a third to over one-half ot 
the salespeople shopped are definitely 
wanting when it comes to suggesting 
the sale of additional merchandise. 
That even seems true from the stand- 
At any 
rate, one investigation indicated that 
go per cent of the consumers expect 


point of the buying public. 


salespeople to suggest the sale of addi- 
tional items. The public should not 
thus be disappointed. 
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Nobody likes to pay 
for your mail! 


“Postage due”... is irritating to the recipient, a 
pain in the neck to the postman... poor public 
relations for any firm!...A Pitney-Bowes Mailing 
Scale, with its precision built, long wearing, fast 


acting, automatic pendulum mechanism—is 
extremely accurate. Big, easy-to-read, widely spaced 
markings, and a hairline edge on the scale hand...never 
leave you in doubt as to the exact amount and cost of 
postage needed!...And speed up mailing as well!... 
Special 70 lb. model for Parcel Post... Call the 
nearest PB office, or Write for free booklet! 


= PITNEY-BOWES 
Mailing Scales 


= PITNEY-BOWES, INC. 
1345 Pacific St., Stamford, Conn 


Originators of the postage meter... offices in 93 cities. 


“GENERAL AUTO” 
FLEET RENTALS 
CUT AUTO COSTS 


| BRAND NEW 1951 FORDS, 
PLYMOUTHS, CHEVROLETS 
FLEETS OF 10 TO 1,000 CARS FOR IMMEDIATE DELIVERY 


wcLuDdes GAS E 


Includes license plates; replacement in 
case of fire or theft; new cars every 12 
peee months. 


00 Miles 
A 


eee 

As Now Serving RCA, F. W. Dodge, to. 

Hoffman Machinery Co., hoppers ¢ ol 

yey and many other national firms, 

eee 

e's HIGHEST PRICES PAID FOR YOUR PRESENT CARS . 
‘ooo Write, Wire 


or Phone 


COAST-TO-COAST 


SE GENERAL AUTO 
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ACTION 


Give instructions, get 
information instantly with | 


Executone Intercom! 


You ll be amazed at the way Executone 
speeds up production—helps you get 
more work done faster! 


EXECUTONE, INC., Dept. 
115 Lexington Ave., New York 17, N. Y. 


Without obligation, please let me have: | 


[) The name of your local Distributor | 


VAME 
FIRM 


| 
| 
4DDRESS...... CITY | 


...When you want it! 


GIVE THE 
JONES ORDER 
TOP PRIORITY 


WE'LL SHIP IT 
TODAY, SIR 


| 


Executone lets you TALK to employ- 
ees or associates instantly, anywhere in 
ofhee or plant. No waiting on busy 
phones. No running back and forth 
hunting for “lost” personnel. You get 
action right now! 


World’s Most Advanced Intercom! 


With Executone, voices are distinct, 
clear, instantly recognizable. Exclusive 
“CHIME-MATIC © signalling announces 
calls by chime and signal light. 


Executone lowers costs — soon pavs 
for itself in many wavs. Ask for full 
details. Vo obligation! 


COMMUNICATION AND 
SOUND SYSTEMS 


Complete descriptive literature 


Dr 


( ddvertising agency-—-ttalics) 


AMERICAN BRAKE SHOE COMPANY 
Fuller & Smith & Ross, lnc. 
Crepir INDEMNiry Co, oF N. Y. 
lunSant, Dugdale & Co., Ine. 
AmeRICAN & FELT Co, 
Kirk, Roberts, Thomas Inc. 
AMERICAN SURETY GROUP 
Albert Frank-Guenther Law, Inc. 
Arr MeraL ConsrTRUCTION COMPANY 
VMcCann-Enckson, Ine. 
BanKers Box Co. 
Bastian Broruers Co. 
Hart-Conway Co., Inc. 
Breuninc, Cuarces, Co., Inc. 
G. M. Basford Company 
BurROUGHS ADDING MAcHINE COMPANY 
Campbell-Ewald Company 
CALLING 
CrLOTEX CORPORATION, THE 
VacFarland, Aveyard & Company 
Nationa Bank oF Tue Ciry oF NEw 
York, TH! 


Albert Frank-Guenther Law, Inc. Cover 
CHicaco, MirwaukeEeg, Sr. Pactri 
RAILROAD 


Roche, William & Cleary, Inc. 
Crry Bank Farmers Trust Company, N. Y. 
Kennedy Sinclatre, Inc. 
Cotumeia & Carson Mec. Co., INc. 
E. M. Freystadt Associates, Inc... ...... 
ComMMERCE CLEARING Houst, INc..... 
CoxeerciaL Crepir CoMPANY 
VanSant, Dugdale & Co., Inc... .. 42, 
Crane & CoMPANY 
Calkins & Holden, Carlock, McClinton & 


Smith, Inc. Cover 
DENISON ENGINEERING Co., THE 
Wheeler-Kizht & Gainey, Inc... ........- 


Derrorr Hort & Macuine Co, 
S. E. Schneider Advertising. ........... 
Dirro, Ine. 
W. W. Garrison and Company 
Kopak Company (Industrial Photo- 
graphic Division) 
J. Walter Thompson Company......... 
Frasco SERVICES INCORPORATED 
Alhert Frank-Guenther Law, Inc... .. 
Fptson, THomas A., INcorporatep (Ed1- 
phone Division) 
Green-Brodte 
Fxecurive Line, THe 
Kaplan & Bruck Advertising 
Fxecutone, Ine. 
The Joseph Katz Company 
Fox River Paper CorPorRATION 
Scott, Inc. 
FRUEHAUF TRAILER COMPANY 
Zimmer-Keller, Inc. 
GENERAL AMERICAN TRANSPORTATION Corp. 
Wess And Geller, Inc. 
Auto Renrat Co. 
Samuel Taubman & Co. 
BiInpING Corporation 
Rohertson & Buckley, Inc. 
AvromatTic SPRINKLER Co. 
Marschalk & Pratt Co. 
Gray Company, Trt 
Frain, Wasey & Company, Inc 
Great Lakes Sreet Corporarion, Srran 


Division 

Camphell-Fwald Company 
Hawsen, A. L., Mec. Co. 

]. M. Haggard Advertising 
Hearne 
R. O. H.., Inc. 

The Earle A. Buckley Organization 
Insurance Company, Tut 

flhert Frank-Guenther Law. Inc. 
J. J. K. Copy-Artr PHoTroGRAPHERS 

Him. Wilbur Advertising, Inc. 
Mack Trucks, INc. 

Erwin, Wasey & Company, Inc. 
Ine. 

Rossi and Company vegas 
Maxirotp SUPPLIES COMPANY 

Hart Lehman Advertising 


“* © @ 
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| WRITE FOR 
BOOKLET 
63 
44 
30 
62 
>" | NATIONAL TRUCK LEASING | 
Hh 
Dept.D-15, 23 E. Jackson Bivd., Chicago 4, Ill. i 


Ht | 
37 
69 
And 
<6 | Folding 
FOR 
DIRECT PRICES TO 
SCHOOLS, CHURCHES, 
SOCIETIES, etc. 
46 | THE COMPANY 
40 CHURCH STREET COLFAX, IOWA 
36 | 
43 | 
9 
3 
60 | 
fm PHOTOS in MILLIONS 
QUALITY PHOTOS IN QUANTITY 
8 x 10O—5¢, Postcord—2¢, 
i Blowups, 20x 30-$2.,30x 40-$3. 
NEW NATURAL COLOR PHOTOS 
7 Postcard—I¢, 8 x 10O—12¢ in 
quantity. All other sizes. 
fi. Write for FREE sample & List DR 
service 350 W. 50, N.Y. 19 
| | seport sav. 
ings of $600 a year with Marsh 
Stencil Machines, Brushes, Inks! 
5s Electric and Hand Operated 
68 machines cut 12”, 34”, 1” letters. 
For sample stencil, Shippers’ 
a Handbook, prices, pin this to 
a business letterhead with your 
name. 
MARSH STENCIL MACHINE CO. 
he 62 Marsh Bidg. Belleville Wil, U.S. A. 
6: 
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13,378 STOCKHOLDER 


6,852 LETTERS 


8,596 CUSTOMER ORDER RECORDS 


14,324 PLANT EQUIPMENT RECORDS 


ALL SET FOR SAFEKEEPING 


(HOW ABOUT THE ESSENTIAL RECORDS OF YOUR BUSINESS? ) 


Here are five kinds of business records—the contents 
of 15 file drawers—reduced, by Burroughs Microfilm- 
ing, to five rolls of film you could hold in one hand. 
Yet the records are complete, each document filed 
exactly as you want it. And any part of the story is 
available for reference at a moment’s notice. 


Think what a system such as this can mean to you in 
terms of safety, convenience, and savings of time, 


WHEREVER THERE’S BUSINESS THERE'S 


FREE 


a valuable hooklet 
of information — 
“Safe-guarding Vital 
Records.’ Write 
today for your copy. 


“Belle Howell 


Dunn's REVIEW 


73 


money and space! Thousands of documents can be 
recorded on one roll of microfilm in as little as half an 
hour. And the cost of this security is low. 


You can find out all about it by picking up your tele- 
phone and calling your Burroughs representative. He 
knows business needs and can give you the facts about 
the finest microfilming equipment available. Burroughs 
Adding Machine Company, Detroit 32, Michigan. 


Burroughs 


ere 


Modern microfilm equipment built 
by Bell & Howell, and sold by 
Burroughs, is the finest obtainable. 
It reflects Bell & Howell's acknow!l- 
edged leadership in the field of 
precision instruments for fine 
photography. 
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If you saw an ad like this—wouldn’t 
it make you stop and think? Are 
you—or other key men in your 
company —still signing checks by 
hand—wasting executive ability on 
a task handled in thousands of firms 
by the Todd Protectograph Signer? 

A new time study survey, analyz- 
ing the financial loss due to hand 
signing of checks, shows that a 
$25,000 a year executive, signing 
2,000 checks a week, is wasting 
$5,000 a year. And he’s distributing 
104,000 “samples” of his signature. 
for crooks and forgers to copy. 

Protect executive time, signa- 
tures, company funds—with a Todd 
Protectograph Signer that defies 
duplication by means of tamper- 
proof dock and non-resettable 
counter—and speeds up check issu- 
ance. Mail the coupon and we'll 
send you time study survey and full 
story of the Todd Signer. 


COMPANY, INC. 


Todd 
ROCHESTER NEW YORK 


SALES OFFICES IN & PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 


THE TODD COMPANY, Inc., Dept. DR, 


Rochester 3, N.Y. 

| Please send us a copy of the survey “‘( 

| of Sienine Checks by Hand without, of 
Cour©rse, ali DMikATION on ipa 
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Marsi Strencit. Macuine Co. 
Krapnick & Associates, In 
Masr Devetopmentr Co, 
Bawden Bros., Ine. 
McCioskty Company oF 
Bond wr, Inc. 
Mire RTOHAN-WENGLER COMPANY 
L. McCarthy & Company 
Mertrat Arts Co., INc. 
Hutchins Advertising Company 
Toot Company 
Ross Llewellyn Inc. 
Mownror Company, THE 
Lessing Adv. Co., Ine. 
s, Bert M., Company 
W. B. Getssinger & Company Ine 
Moss PHoro Servic 
Advertising 
Mut Ce Inc. 
Stanley S. Gross And Associates 
Casu Reartster Company, TH 
Ip Cover 
Nationat Truck LeasinGc System 
1. Martin Rothhardt, Ir 
New York Strate Derr. or ComMerct 
EnNveLope Co. 
Arthur C. Barnett Advertising 
Oxrorp Fininc Supery Co., Inc. 
Reiss Advertising 
Ozauip (Div. of General Aniline & Film) 
The Brow Company, Inc. 
Pirney-Bowes, INc. 
L. E. McGivena & Co., Inc. 
Pope & VERNUM, INc. 


Service Ereerric anp Gas Company 


United Advertising Agency 


Ree ORDAK CORPORATION (Subsidiary ot | ist- 


man Kodak Co.) 
J. Walter Thompson Company 


RECORDING AND STATISTICAL CORPORATION 
Revere Copper anno Brass, INCORPORATED 
St. Georges & Keyes, Inc. 


River Rarsin Co. 
Livingstone-Porter-Hicks 

Roppins, ALFRED. Orcanization, INc. 
Kaplan & Bruck Advertising 

OTYPER CORPORATION 

Roriins Burpick Hunter Co 
George H. Hartman 

Royat Bank or Canapa, Tut 
flhert Frank-Guenther Law, Inc. 

Security Fourpment Corp 

L. C.. & Corona Typewriters, 
Vewell-Emmett Co. 


STANDARD TING & PPLY Cn 
Simon & Gwynn Advertising Agenc 
SranparpD Rerorster Co., Tut 
Gever, Newell & G Nee? Ir 
Swiret Business Mact sC 


{lire a P R, roer In 
Tirrany Stanp Co. 
Padco Advertising Company 


Topp Company, Is 
The Mernill Andes nC 
TRANSPORTATION Veticres, T 
Greent t 4Adver ng Ave? 


Rall ROAD 


Union 


| Propt ( IPANY 
Rumsey-Perkins, It 
U.S. Corp. 
Batten, Barton, Durstine & Oshorn, I) 
ant 
VISIREcorp, 
Hiram Ashe Advertising A tes, Inc. 


Warts, Arerep Aut 
\VJyron Jonas Company, 
WATERPROOFING Co, 
Batz-H dase n-Nenuwoehner Adv. 
Ws 


EN Co., 


INGHOUSE FE LEFecTRIC Corp. 
Division) 
Fuller & Smith & R ly 
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‘TIFFANY STANDS 


for longer life... 


LOWEST COST 


Sturdy Tiffany Stands provide superior protection 
for costly office machines, reduce wear and main- 
tenance costs. Open adjustable top lessens vibra- 
tion, noise and operator fatigue. A firm founda- 
tion for every type of office machine . 
choice of Office Workers 


everywhere! 


ON SALE AT 
BETTER 


DEALERS 
EVERYWHERE 


TRANSFER 
RECORDS 
this easy low-cost way 


Over 90,000 leading American 
businesses have found Liberty 
Boxes the economical way to 
store all inactive office records. 
Made to give years of unlimited 
service. 25 stock sizes for every 
popular form. Catalog on request. 


BANKERS BOX COMPANY 
Established 1918 
720 S$. Dearborn Street, Chicago, 


. . first 
and Management 


LITERATURE ON REQUEST 


TIFFANY STAND CO. 


POPLAR BLUFF, MISSOURI 
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CLEAR 
TWO-WAY VIEW 
OF WORLD TRA D E | OVERSEAS BRANCHES 


| London 
Frankfurt /Main 
Heidelberg 
The Chase National Bank is thoroughly equipped to | — 

okyo 
serve the needs of businessmen abroad. Sane 


With branches, representatives and correspondents Havana 
Son Juan 


in all commercially important parts of the world, | Peneme 


Chase has an up-to-date understanding of the Colon 
David 


requirements of overseas trade. Cristobal 
Balboa 


Offices of 
Representatives 4 
Mexico, D. F. 


Buenos Aires 


THE CHASE NATIONAL BANK tome 
OF THE CITY OF NEW YORK Cairo 


Bombay 
HEAD OFFICE: Pine Street corner of Nassau, New York | 


T HASE BANK 
Member Federal Deposit Insurance Corporation | 7 . SE 
j aris 
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... with time-and-effort saving features 
never before combined in one machine 


THE NATIONAL CASH REGISTER COMPANY 
DAYTON 9, OHIO 
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